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most spectacular video game. 
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UP FRONT 


VOCAL—A Worthwhile Project 


When we read that a child has been abducted, it 
chills our hearts. We breathe a sigh of thanks that it 
wasn’t our own child. We read the headlines and scan the 
story, maybe cry tears of sympathy for the family, and 
forget about it as we throw the paper out. 


The tragic reality is that it doesn’t just happen to o * 
extrordinary people, but to ordinary families just like GR SSS 
yours and mine. According to published sources, 60 kids \\ N 
disappear every day! ws NScallibens neers 


The story of Adam (made into a TV movie), the little A recent TV show, McGrouder & Loud, focused on 
boy abducted from a shopping center and found  achild molester who picked up victims in, you guessed it, 
murdered, struck feelings of horrorineveryonewhosaw an arcade. VOCAL is operators trying to dispell the 
it. Though hoping for a happy ending, it’s the exception, | myth that arcades are horrible places for kids to go and 
not the rule. A friend of mine said he didn’t watch the people in the coin-op industry are unsavory characters. 


movie because the thought of what happened to Adam “I believe our involvement is saying that we really do care 
was too horrible to deal with. How much harder ifit were and are concerned about the welfare of children,” said 
your own child! Dick McNicholas, VOCAL coordinator. 

A group of operators in Oregon formed an organi- The AMOA has voiced its support of VOCAL and 


zation called VOCAL (Video Operators Children’s Alert has urged all state associations to become involved. No 
Line), hoping to be a part of more happy endings. This __ effort can be too great in returning a child to his parents. I 
non-profit group is circulating posters of missingchildren can’t think of a cause more worthy of a concentrated 
to operators who in turn post them in their locations. effort on the part of the coin machine industry. It’s arare 
VOCAL is working in connection with other groupssuch —_ opportunity to band together to help children who can’t 
as Hide & Seek, started by a family who had lost several _ help themselves. 
children, and the Missing Children’s network in Ohio. Play Meter will do its share in this project by printing 
ee the current poster. Operators can tear out the page, 
make copies, and post it in their locations. We will also 
contact advertisers to give them the opportunity to 
sponsor this page with the proceeds going to VOCAL to 
help them cover expenses. The advertisers’ name will 
appear on the poster as the sponsor. 
I strongly urge every member of this industry to 
pitch in and make the public aware of the good works this 
industry can do. There are other projects an arcade 
operator can look into—posting signs or pamphlets 
warning children of the danger of strangers. If you need 
information or a phone number of VOCAL, please call. 
And remember, you really can make a difference. 


Valerie Cognevich 
Associate Editor 
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Letters to 
the editor... 


Successful show 


Just a note to thank you for inviting 
me to be a special part of AOE ’85. I 
am delighted that it was sucha success, 
and you should feel very proud. You 
have overcome a lot of factors working 
against you. And you did it with real 


style. 

The feedback on the exhibit floor 
was very positive. Everyone felt that 
the show was successful and beneficial 
to them. Congratulations! Again, 
thanks for your hospitality. 

Sharon Harris 
Stan Harris & Co., Inc. 
Philadelphia, Pennsylvania 


Thanks Gil 


Mr. Louis Boasberg’s letter (Left 
Gil Out, March 15, 1985) really hit 
home. 

My father, Bob Portale (Portable 
Automatic Sales Co.), was awarded 
the Gottlieb (now Premier Technol- 
ogy) product line for distribution in 
Southern California during the late 
1960’s. It was to be the cornerstone of 
what was then the dominant amuse- 
ment game distributorship in Southern 
California until the time of his passing 
in 1977. The “Gottlieb Methodology” 
that Mr. Boasberg writes of was part 
of the reason for his success. 

My brother, Tom, and I have a 
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successful game operation in the 
Southern California market because 
of this same “Gottlieb Methodology.” 
The majority of our growing pinball 
fleet is Gottlieb. Most are over four 
years old but looking, as well as play- 
ing, like new. Through proper main- 
tenance and operating techniques we 
now have the cash flow to fuel the 
current growth in our company, not 
experienced since the 1981-82 years. 

Manufacturers, distributors, oper- 
ators take note. We currently have a 
very positive situation in our market. 
We have satisfied game players, satis- 
fied locations, satisfied operators, and 
satisfied distributors. Plus we have the 
doors of the producer of the product 
that created this very positive situation 
still open. 

You bet Iam grateful to Gil Pollock 
for keeping those doors open and to 
distributors like Louis Boasberg for 
having the ability to show us operators 
how to make money with their 
machines. 

Bob J. Portale 
West Coast Amusement 
Solana Beach, California 


Needs articles 


I amasmall coin machine operator 
and do service work. I had acollection 
of all technical articles published in 
Play Meter. However, recently my 
shop burned and my collection was 
destroyed. 

I consider you as the great experi- 
enced teacher in this field; and would 
like photocopies of all your technical 
articles, because your articles are so 
valuable to me. 

Le Huu Dzu 
Video Le Dzu 
Ontario, Canada 


(Editor’s Note: We try to offer opera- 
tors strong technical advice and appar- 
ently our efforts are worth it.) 


Left out 


After reading your article “DeJa 
Vu” by Mike Shaw, and the status 
report which followed on coin tele- 
phones, I was surprised you did not 


include our product the Venda Phone 
in your list of suppliers. 

Our product is FCC registered 
(EH Y588-14482-CX-T) and complies 
with all P.U.C. rulings to date. 

XCP has been developing the 
VendaPhone for two years and 1s a 
pioneer in the marketing of the pri- 
vately owned pay phone concept. 

To date, these marketing efforts; 
have resulted in contractual sales of 
11,000 units. We are definitely a 
leader in the industry. 

We appreciate your magazine and 
the service you provide to the vending 
industry. 

Eward Oliver 

National Marketing/Sales Manager 
XCP, Inc. 

8 W. Main Street 

P.O. Box 819 

Dryden, NY 13053 

607/844-9143 


(Editor’s Note: The pay telephone 
industry is a new one and we don't 
know all the companies involved. If 
others were omitted, please send name 
and address for inclusion in future 
private pay phone updates. | 


SSE EG ET EOE 


Something on your mind you want to 
vent? Got a gripe? Full of praise? Have a 
question? If you have comments on the 
coin operated entertainment industry, 
write to Play Meter. Our “Letters to the 
Editor” columns are dedicated to you, the 
operator/reader. 

All letters must be signed; if requested, 
only initials will be used or the name 
withheld from print. Please include return 
address. (Although, for the sake of your 
privacy, addresses will not be printed.) All 
letters subject to standard editing. Be 
conctse. 
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COVER STORY 


Debut of ‘Cubs’ 
heralds new pin era for Premier 


Wren the AMOA opened this past October, the ink 
had barely dried on an agreement between Mylstar and 
principals of what would become Premier Technology. 
Premier was purchasing the pinball assets of the defunct 
Mylstar Electronics, closed by parent company Coca- 
Cola. 

Coca-Cola had changed the company name to Mylstar 
from D. Gottlieb & Company, a name that meant pinball 
to the coin-op industry. The history of Mylstar was short, 
but D. Gottlieb & Company spanned half a century. 

Gil Pollack started his coin-op career 13 years ago at 
Gottlieb when it was still family owned. When Coca-Cola 
obtained Gottlieb, Gil saw what the corporate umbrella 
could do to a company and doesn’t intend for that to 
happen to Premier. “Executives, the very ones who are 
deciding what games will be produced, become so 
wrapped up in the mega structure of coorporate life, they 
completely lose touch with the marketplace they are 
supposed to serve,” said Gil. 

According to Gil, the employees at Premier are 
directly involved with the marketplace. “I credit the 
success Premier has had in such a short time to 
concentrated efforts in engineering, knowing the 
product, and a lot of hard work,” noted Gil. 

Though only in full production since the first of the 
year, Premier has made its presence felt in the industry. 
Its latest pinball, Chicago Cubs “Triple Play”, introduced 
at the Amusement Operator’s Expo, has been hailed a 
complete success. It exemplifies the quality Gottlieb once 
stood for and the quality Premier will be known for. 
Chicago Cubs is an in-house developed game which is the 
plan for future product. “Our engineers are talking with 
operators and studying the marketplace. They are not 
removed from it like in large corporations,” said Gil. “I 
also never want Premier to have that ivory tower effect 
where executives and engineers are in their own world 
and lose touch with the reality of where the industry is 
headed and what it’s all about.” 


Quality is a top priority at Premier. According to Gil, 
Premier has taken extra steps to improve quality control. 
“We have gotten feedback from the field showing very 
little downtime on our games. And that means money to 
operators,” he said. 

Pinball machines require more maintenance than 
videos but according to Gil, “Many times when operators 
talk about problems, what they are really talking about is 
technicians not having the learning curve on servicing 
pinballs. Manufacturers must overcome this by taking 
steps to educate technicians in setting up pinballs, 
percentaging them and troubleshooting.” 


And, Premier is taking steps to do just that. Service 
schools are being planned at Premier distributorships. 
Noted Gil, “We had a service school in Syracuse, New 
York and 50 people showed up.” Gil also noted that 
although the schools will focus on Premier product, 
many topics covered will apply to all pinballs. 


Since Premier will be devoting its efforts to pinball, we 
asked Gil what he thought about the future of pinball. “I 
am even more optimistic today than I was when we 
started the company. I don’t think pinball will ever top 
what video did at its peak but pinball popularity is 
growing every day.” 

He continued, “We are dealing with a new market out 
there. The kids who were weaned on video are 
discovering pinball and finding they like it. Operators 
started putting out older pins to see what the reaction 
would be. They’re finding it’s good so they’re now buying 
new pins.” | 

The future of Premier is bright and besides pinball, Gil 
noted that Premier will be working on a novelty piece. 
However, that was all he would say. But looking at what 
Premier has accomplished already, it should be a hit. 


Video games? Said Gil, “There are too many creative 
people in Japan to work on video games. Our expertise 
will be on pinball and novelty.” 


WE ARE IN THE 


ENTERTAINMENT BUSINESS. 
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Joe Robbins, president of the 
American Amusement Association 
(AAMA), has offered his resignation 
and has instructed a nominating 
committee to seek a new president 
and slate of officers at an AAMA 
business meeting May 16-17 in San 
Francisco. 


Robbins offered his resignation 
in an April 15 letter to AAMA mem- 
bers in hopes of stemming the dis- 
cord within the association. Dissen- 
sion has apparently grown within 
the AAMA in recent weeks following 
the poor attendance at the associa- 
tion’s annual trade exposition, 
Amusement Showcase International 
(ASI), which was held March 1-3 in 
Chicago. 

Robbins has been the prime pro- 
ponent of the AAMA’s attempt to 
sponsor a springtime show to com- 
pete against the Amusement Oper- 
ators Expo (AOE),which has been 
owned and managed by Play Meter 
magazine since 1980. The AAMA 
president has maintained that, with- 
out the ASI show, the entire game 
manufacturers’ association is in 
jeopardy. 


However, in its first two years, 
the ASI has been unable to draw 
operator attendees away from the 
more established AOE, and exhibi- 
tors at both shows are now com- 
plaining that the attempt by ASI to 
force a second springtime show on 
the industry has diluted the poten- 
tial of either show (ASI or AOE) 
being profitable for exhibitors. 


AAMA executives have claimed 
the ASI had 3,500 registrations for 
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this year’s exposition, but they have 
refused to release the actual atten- 
dance figures, which were consider- 
ably lower. In fact, this year’s ASI 
drew so poorly that several mem- 
bers, including Atari, said they 
would not exhibit at the ASI again. 


And, in informal discussions, 
other manufacturer members who 
exhibited at the ASI said they would 
favor paying higher dues to support 
the association rather than having to 
go through the enormous expense 
of exhibiting again at the ASI. Said 
one manufacturer, “‘l could have 
invited all my distributors to our 
offices and spent a lot less than | did 
at the ASI and still wrote as many 
orders.” 


In his open letter, Robbins con- 
firmed the numerous complaints 
from members about the ASI’s poor 
draw. Robbins wrote, “I have heard 
sO many complaints about the lack 
of operator attendance, but oh so 
few compliments from Glenn [Bras- 
well, AAMA executive director] and 
his crew. 


“Unfortunately, there has sur- 
faced in recent weeks,’ he con- 
tinued, “‘devisive [sic] elements that 
possibly threaten the ongoing 
existence of AAMA and the con- 
tinuity of the ASI. In this respect, let 
no one misunderstand the reason 
for being for ASI. Given the reduced 
schedule of dues, the funds gener- 
ated by the show are essential to the 
continuance of our programs, 
including the fight against the 
copiers.” 

However, Robbins’s letter con- 


Robbins offers resignation 


tinued, “I have been President of 
AGMA and AAMA since its incep- 
tion in 1981, and I have the press of 
personal affairs, and | do believe a 
new President and a revised execu- 
tive committee might better reunite 
everyone and restore the cohesive- 
ness which seems to be slowly 
eroding.” 

Braswell, however, downplayed 
the Robbins’s letter, saying, “At the 
last two annual meetings, Joe said he 
would resign because his business 
was taking up to much of his time. 
But each time he is re-elected to the 
position of president.” 

But Braswell noted that this time 
several nominations were made for 
the position and that the matter will 
be voted upon at the San Francisco 
meeting. 

In his April 15 letter, Robbins 
also criticized 28 distributing com- 
panies by name for not having paid 
their association dues. 

In January, prior to the AAMA 
push to enlist dues-paying distribu- 
tor members, Braswell said ten dis- 
tributorships were ready to join the 
association. However, according to 
Robbins’s April 15 letter, the dis- 
tributor members still totalled ten. 

Robbins wrote, “Having been 
instrumental in creating a new cate- 
gory of membership for distributors 
(at their request | must add), | must 
apologize to the members as it 
appears that | was sadly misled as to 
the sincerity of their actual desire.” 
Robbins continued that he “was 
ashamed and appalled” that the list 
of dues-paying distributor members 
had not grown. e 


CALENDAR 


June 7-8 
California Coin Machine Association 
Annual Convention, Hyatt Regency, 
Monterey, California. Contact John 
Wendt, 916/441-5451. 


June 8-9 
Coin-Operated Industries of 
Nebraska General Meeting, 
Ramada Inn Central, Omaha, 
Nebraska. Contact Ted Nichols, 
402/727-1822. 


June 21-23 
lilinois Coin Machine Operators Asso- 
ciation Annual Meeting, Holiday Inn 
East, Springfield, Illinois. Contact Art 
Seeds, 312/369-2406. 


June 21-23 
Music & Amusement Association, Inc. 
(New York) Annual Convention. 
Contact Ronald Koppelman, 
212/245-7550. 


July 9 
Missouri Coin Machine Council 
Annual Business Meeting, The Gas 
Light Room, Macon, Missouri. Contact 
Art Hunolt, 816/359-3022. 


July 12-13 
Pennsylvania Amusement and Music 
Machine Association’s annual con- 
vention, Valley Forge Sheraton/ 
Convention Center. Contact PAMMA 
at 717/737-5675. Toll-free in Penn- 
sylvania 800/521-7778. 


July 13 
Washington Amusement & Music 
Operators Association Quarterly 
Meeting/Nomination of Officers, 
Thunderbird Motor Inn, Yakima, 
Washington. Contact Yvonne Kline, 
509/457-5891. 


July 19-21 
Minnesota Operators of Music & 
Amusements Annual Summer 
Outing & Seminars, Radisson Arrow- 
wood Resort, Alexandria, Minnesota. 
Contact Hy Sandler, 612/927-6662. 


Conversion Kits Galore! 
All Sizes 


TRIVIA 
? WHIZ 


(Y) 


merit Industries inc 


215-639 4700 Toll Free 1-800-523-2760 
©8000 0000000000000 000000000000 000 


Jacobs and Segal form 
consulting firm 


Marty Segal and Craig Jacobs 
have formed a consulting firm, 
Jacobs & Segal, to inform interested 
parties about the benefits and pit- 
falls of the Coin-Operated Pay Tele- 
phone Station (C.O.P.T.S.) industry. 
According to Segal, too many indi- 
viduals and corporations have 
jumped into this complicated indus- 
try without the knowledge that is 
required, to operate a successful 
pay telephone business. 

Jacobs and Segal bring consider- 
able working knowledge of the 
coin-operated pay telephone indus- 
try to the table. Jacobs became 
involved as a distributor and opera- 
tor of pay phones as early as January 
1984. Segal started and continues to 
operate what he claims to be the 
largest privately owned C.O.P.T.S. 
operating company in the nation. 
They claim to have thoroughly 
investigated every aspect of this new 
and exciting business. They have 
traveled extensively, seeking out 
and using all types of pay station 
equipment, Segal said. 

Jacobs, a distributor for Tonk-A- 
Phone, was reportedly instrumental 
in forcing the F.C.C. to deregulate 
private pay telephones on June 15, 
1984. 

Jacobs later formed Paytel, Corp. 
in May of 1984. By July 1984, he said 
he realized the general public 
would not accept the post-pay type 
of telephone when they were used 
to pre-pay. After having a number 
of phones destroyed by irate callers 
because they lost their money, and 
having some of the phones forcibly 
removed by the location owners, 
Jacobs said he decided to find the 
best phone available that would 
answer this problem of the tele- 
phones. 


Marty Segal’s family owned and 
operated one of the premier vend- 
ing companies in the Chicago area, 
Republic Vending Corp. Claiming 
extensive knowledge of operating a 
large vending business, Segal, in 
early 1984, began an investigation of 
the possibility of operating private 
pay telephones. Republic and Segal 
were invovled in the legal proceed- 
ings and hearings leading to the 
Illinois Commerce Commissions 
decision to deregulate C.O.P.T.S. in 
Illinois. Within a month of operating 
private pay phones, Segal realized 
that his equipment was inferior to 
Bell phones. And customers were 
asking for the phones to be 
removed. Marty then began _ his 
search for better equipment to meet 
the public’s needs. 

According to Segal and Jacobs, 
they found the instrument they had 
been seeking from Intellicall, Inc. 

The goal of Jacobs & Segal is to 
inform users, owners, and operators 
of the proper method of operation 
for this new and exciting profit 
potential. There is a place for all of 
the new equipment that is available, 
they said. And knowing this and 
using the proper phone at the 
proper place is the key to this new 
industry. 

As consultants, they will go into 
detail on subjects like history of the 
private pay phone industry, F.C.C. 
deregulation, state level deregula- 
tion, private entrepeneur, Operator 
potential, income potentials, reve- 
nues, return on investment, differ- 
ence in equipment, general outlook 
of the industry, future technology, 
state level deregulations, and com- 


petition. 
They can be reached at 312/678- 
6670 or 312/775-2400. e 
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Ferchen 


Roger N. Keesee, executive vice 
president and chief operating 
officer of Bally, announced the 
appointment of Maurice J. Ferchen 
as president of Bally Midway and 
Robert Fliday as executive vice 
president and general manager of 
Bally’s Aladdin’s Castle, Inc. 

Ferchen had assumed the tem- 


and Fliday join Bally 


porary position of president of Bally 
Midway on April 1, while continu- 
ing to serve as president of Bally’s 
Aladdin’s Castle, Inc., the company’s 
family amusement arcade subsidiary. 
He will relinquish his role at Bally’s 
Aladdin’s Castle to Fliday, who will 
report to Ferchen. 

Fliday joined Aladdin’s Castle in 


November 1983 as senior vice presi- 
dent, equipment and administation. 
He previously worked at Montgo- 
mery Ward where he held a variety 
of management positions in his 17 
years at the firm, the last being 
district manager. 

Ferchen also came to Bally from 
Montgomery Ward. e 


Twin Galaxies sponsors 
national tournament 


Reporting strong operator and 
manufacturer interest, Twin Galaxies 
International Scoreboard of Kansas 
City, Missouri, is sponsoring its 1985 
Promote! Tournament Program. 

Walter Day, president of Twin 
Galaxies, told Play Meter the pro- 
motion will run from June to July 
this year and will feature competi- 
tion on three games— Karate Champ 
and Kung Fu Maste by Data East and 
Hat Trick by Bally/Sente. 

“Manufacturers were eager to 
do something for operators,’ Day 
said. “In the past, they just sold 


games, but now they realize that by 


sponsoring a tournament around 
one of their games they can encour- 
age more play on it.”’ 

He said response at AOE ’85, 
where he exhibited, was very strong 
from operators, who are looking for 
promotions which will attract players 
to play more. 

Day is marketing his tournament 
package as a simple, low-cost con- 


test to operators. The cost for each 
of the three programs is $29.95. 

Day’s Promote! tournaments are 
uniquely structured so that they 
appeal to all types of players— 
novice and experts alike. Each of the 
three programs (one for each game) 
is held during two consecutive 
months. During the pre-designated 
contest hours, the operator moni- 
tors the specific tournament games 
and records any new high scores on 
a special registration form supplied 
as part of the operator’s package. At 
the end of the tournament, all 
scores are sent to Twin Galaxies 
International Scoreboard for pro- 
cessing and verification. Twin 
Galaxies will determine the winner 
and award the national prize. 

The operator’s package includes 
a tournament booklet, posters, veri- 
fication sheets for recording scores, 
press releases for local media, and 
special prizes for local winners. 

Each of the three promotions has 


a $1,000 prize fund which will be 
split in two different payouts of $500 
for both competitions, with first-, 
second-, and third-place scorers 
nationally sharing the $500 ($250 for 
first, $150 for second, and $100 for 
third.) 

Competition on Data East’s Kung 
Fu Master will be held the week of 
June 2-8 and the week of July 7-13. 
Competition on Bally/Sente’s Hat 
Trick will be held the weeks of June 
9-15 and July 14-20. And competiion 
on Data East’s Karate Champ will be 
held June 16-22 and July 21-27. 

Operators registering by May 24 
are eligible to participate in both 
weeks of a particular game’s com- 
petition. Deadline for registering 
for the second half of the promotion 
is June 28. 

Operators interested in partici- 
pating in the Promote! Tournament 
Program should contact Walter Day, 
Twin Galaxies, 1701 N.E. 69th St., 
Kansas City, MO 64118. e 
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DuBuisson captures 
Air-Table Hockey championships 


The 1985 U.S. Air-Table-Hockey 
Championship was held March 23- 
24 in Houston, Texas, at Quiptar’s 
game room, which was also a co- 
sponsor. Fifty-nine players competed 
in the event which awarded $5,000 
in cash and prizes. 

Other sponsors included Air- 
Table-Hockey, manufacturer of the 
tournament quality, coin-op table; 
the U.S. Air-Table-Hockey Associa- 
tion, Houston Chapter; KLOL Radio; 
Barney’s game room; Icy Hot 
products, a division of Searle, Inc.; 
Coors; Professional Air-Table- 
Hockey (a local operator); Bee Jay’s; 
RAG Printing; and Cinco Robles 
restaurant. 

The tournament saw two talented 
players break into the elite circle of 
Air Hockey’s top five. Mike Schoppe 
of Houston, in only his second 
national, showed skill and determi- 
ntion in placing fifth. Long-time 
veteran Vince Schappell of Houston 
continued his climb toward the top 
by taking third. And Houston’s Mike 
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Nelson achieved his highest finish 
ever, grabbing sixth. 

Meanwhile, 1984 national cham- 
ion Mark Robbins of Boulder, Colo- 
rado, dropped to seventh. Perennial 
contender Phil Arnold of Houston 
captured fourth, suffering another 
loss to Boulder’s Bob DuBuisson. 

It was Du Buisson’s fierce will-to- 
win which gave him his third 
national title. Vince Schappel had 
DuBuisson down 3-1, but willpower, 
and a costly error by Shappell in the 
sixth game, gave DuBuisson a 4-3 
comeback victory. The pattern was 
repeated in the finals as Robert Her- 
nandez of Houston had DuBuisson 
on the ropes 3-1. DuBuisson came 
up with a rarely used horizontal drift 
which paralyzed Hernandez’ defense 
just enough to give DuBuisson the 
next three games and the tourna- 
ment victory. Hernandez was 


national runner-up for the second 
time. 

Rounding out the top ten in the 
Pro Classic: Don Bearden, Houston; 


ee > 


John Stucky, Longmont, Colorado; 
and Paul Marshall, Dallas. 

In the women’s division, Hous- 
ton’s Barbara Marquis was knocked 
into the loser’s bracket, victim of a 
stunning upset by Boulder’s quick- 
volleying Jenny Spencer. But like a 
true champion, Marquis got serious 
and fought her way back to the 
finals, finally defeating runner-up 
Patrice Nale of Houston. Jenny 
Spencer took third, with Maureen 
Connelly of Boulder fourth. For 
Marquis, it was her fifth consecutive 
national women’s title. Barbara also 
became the first woman in the his- 
tory of air-hockey to place inthe top 
16 in the country, taking 16th in the 
main tournament. 

In other divisions, Joel Godfrey 
of St. Louis took the Pro-Am title; 
Patrice Nale was top Expert; Geoff 
Turner of Houston won Amateur 
honors; and Sally Harrison of Hou- 
ton won the Novice division. 

The tournament was highlighted 
by a two-minute TV news report on 
Houston’s Channel 13. 

Air-Table-Hockey’s Mark Robbins 
reports that interest in Air-Hockey 
has increased greatly in the past 
year, and this is reflected in earnings 
on location. ‘‘At numerous 
locations across the country, some 
Air-Table-Hockeys pull in as much 
as $350 to $400 per week,” says 
Robbins. “‘Locations showing good 
earnings include Malibu Grand Prix, 
Fun and Games, Space Port, 
ShowBiz Pizza, Six Flags Atlantis, 
Disneyland, and others.” 

The next national tournament is 
scheduled for September in Colo- 
rado. 

For information on tournaments, 
promotions, and new tables, 
contact Air-Table-Hockey, P.O. Box 
1024, Boulder, CO 80306. Telephone 
303/444-9164. @ 
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SNK becomes Romstar 


SNK Electronics Corporation has 
been acquired by SNK president 
Takahito Yasuki and several inves- 
tors. 

SNK Electronics will change its 
name to Romstar Incorporated 
effective June 1, 1985. Romstar will 
continue to service all SNK games 
and accounts and provide any 
assistance required. 

Romstar has introduced some 
new kits and is planning a dedicated 
game which should be available in 
the near future. 

The new kits available for hori- 
zontal raster monitors include Son 
Son, an easy to play, two-player 
cartoon game with exciting play 
action, music and graphics, earns at 
least $150 per week in test locations; 
Great Swordsman, a sports/fighting 
game including fencing, kendo, and 
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Roman gladiators; and Kickstart, a 
driving game featuring motorcycle 
racing on a road course. 


Romstar will also make available 
Williams adaptable plug-in kits for 
Robotron, Joust, Stargate, and 
Defender. These kits will contain 
special control panel adaptors for 
the wooden control panels and fea- 
ture wiring harnesses which plug 
into the existing hardware. 


Romstar believes it is important 
to be represented by a select group 
of exclusive distributors who can 
cover the entire market and at the 
same time, maintain a profitable 
price structure. 

Romstar will support its distribu- 
tors with good product, fair profit 
margins and the best service possi- 
ble, a spokesman said. @ 
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"Seeburg ae new product 


Shown studying blueprints for new product introduction are Seeburg 
employees (from left) Orville Williams, consultant for engineering; 
Ed Blankenbeckler and Nick Hindman, president and executive vice 
president of Seeburg respectively; Bob O’Neil, president of O’Neil 


Design Ltd.; 
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and Bob Breither, Seeburg’s director of marketing. 


Mark A. Serrano 


Serrano named 
vice president 


Mark A. Serrano was elected a 
vice president of Philip Morris Inc. 

Serrano, who has been executive 
vice president of operations for 
Philip Morris, U.S.A., largest of the 
Philip Morris operating companies, 
since July 1, 1984, also assumed 
responsibility for the Tobacco Tech- 
nology Group on April 19 of this 
year. 

Serano joined Philip Morris 
U.S.A. in 1967 and has held various 
positions since then. 

Prior to joining Phillip Morris, 
Serrano was with the Birdseye Divi- 
sion of General Foods Corp. @ 
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Dynamo sponsors $15,000 


U.S. open table soccer tourney 


The Holiday Inn, Minneapolis, 
was the site of the 1985 $15,000 U.S. 
Open Table Soccer Championships 


Richland Hill, Texas. About 200 
players from around the country 
participated in the April four-day 


sponsored by Dynamo Corp. of event. 
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The 1985 U.S. Open Champs in Open Doubles, Ricky Benitez and Larry 
Chesbrough, proudly display their trophies. 


(Right clockwise) Larry Chesbrough and Rick Benitez, who won the 1985 U. S. 
Open Championship, are shown with 1984 World Champions, 
Don Chalifoux and Tony Bacon. 
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Thirty new Dynamo tables were 
provided courtesy of Lieberman 
Music Co. 

In the Open Doubles, Rick 
Benitez from Tampa, Florida, and 
Larry Chesbrough from Portland, 
Oregon, battled the current world 
champions, Tony Bacon and Don 
Chalifoux, in an exciting two-set 
finals. Benitez and Chesbrough, 
who are sponsored by Tampa-based 
Hots Subs and Games, won trophies, 
jackets, and $2,000 for their victory. 
Bacon and Chalifoux pocketed 
$1,000 for second. Third place and 
$600 went to two of Denver, 
Colorado’s finest, Tom Spear and 
Bob Maloney. 

Florida pro and past world 
champion in Singles, Johnny Horton, 
took first in both the Singles and the 
Mixed Doubles events. Horton, 
who is sponsored by Indoor Sports 
in Fort Lauderdale, took $800 cash 
for his Singles victory. Jack Lenty 
from Vancouver, Washington, placed 
second, winning $400. Third place 
and $240 went to Mark Rudnicki of 
Colorado. 

In Mixed Doubles, it was Horton 
and partner Tami Grabher from 
Denver over Seattle’s Julie Sims and 
Tony Bacon in the finals. Third place 
went to Frank Garbuglio from Ohio 
and Tiffany Southwick from Chicago. 

In Women’s Doubles, Julie Sims 
teamed up with Chris Brazel, also 
from Seattle, to take first place, 
defeating past world champions 
Tina Rhoton and Tami Grabher from 
Denver. Third place went to Jill 
Shipley from Dallas and Barbari 
Besenyi from Tucson. 

In Women’s Singles, Rhoton 
beat Sims in the final match. Third 
place went to Kathy Brainard of 
Spokane, Washington. 

The Midwest made a strong 
showing in the Novice events. In 
Novice Doubles, Don Pfleiderer and 
Joe Erickson from Minneapolis 
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defeated the Wisconsin team of Bob 
Halverson and Tim Ledden in the 
final match. Third place went to Bret 
Erickson and Jeff Dix of Minneapo- 
lis. 

Clint Coyne from Chicago took 
first place in Novice Singles with Jeff 
Dix finishing second. Kent Rhodes 
from Kansas City placed third. 

Rick Benitez picked up his 
second first place of the weekend by 
defeating Salt Lake City, Utah’s Don 
Conyers in the finals of Goalie War. 
Third place went to Mike Green 
from Florida. 

The Dynamo National League 
Playoff also took place during the 
weekend. Nine teams of six players 
competed for $5,000 in cash and tro- 
phies. The winning team repre- 
sented the Foos Nucleus in Chicago 
and consisted of Tiffany Southwick, 
Don Swan, Chad Hanson, Mike 
Balais, Justine Southwick, and Bill 
Ray. They each received $300 and 
trophies. Second place went to a 
tough Indoor Sports team from Fort 
Lauderdale. The Minneapolis team 
representing the Country House 
finished third. 

About 70 six-player teams com- 
peted in the league program during 
this first year of its existence. It is a 
handicapped program open to both 
men and women players. The 1985- 
1986 league season will begin in 
October and it is expected to grow 
in size during this second season. A 
national playoff will take place once 
again in the spring of 1986. 

The next big event on the 1985 
Dynamo Table Soccer Tour will be 
the $20,000 Super Doubles in St. 
Louis on May 24-27. At least 15 
regional tournaments are scheduled 
to take place during the summer 
months, all leading up to the $40,000 
Dynamo World Championships 
taking place in Dallas, August 30 
through September 2. 

For information on Dynamo’s 
tournaments and league programs, 
contact Kathy Brainard, United 
States Table Soccer Association, E. 
3227 22nd Avenue, Spokana, WA 
99203. Telephone 509/534-4580. e@ 
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Distributors receive awards 


From left: Valley vice president Alan Schafer, Lou Dunis, Stuart Dunis 
and George Cusick of Dunis Distributing. 
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From left: Tom Keil, L.A. Riston, Raleigh Rossou, Jon Brady, Valley vice 
president Alan Schafer, Jim Frye, Blair Norris, C.B. Brady and Dennis Thornton. 


Two distributors, Brady Dis- 
tributing of Charlotte, North Caro- 
lina, and Dunis Distributing of 
Portland, Oregon, have been 
named “Distributor of the Year’ by 
Valley Company of Bay City, Michi- 
gan. The selections were based on 
total volume of purchases during 
1984. This recognition is part of 
Valley’s continuing program to 
honor distributors for outstanding 
performance. 

Each distributor received a hand 
crafted desk, which was designed to 
look like Valley’s Black Cougar coin- 
operated pool table, with drawers 


on one side, and authentic eight ball 
drawer knobs. The desk has the 
same billiard cloth cover, trim, high- 
pressure laminate on rails and 
apron, and other Valley Cougar 
features. 

In presenting the awards, Alan 
Schafer, Valley’s vice president of 
marketing, said, “Brady and Dunis 
were the pacesetters for the start of 
the “Return to Basics’”’ in 1984, but 
they’re much more than that. They 
have supported Valley in many ways 
over the years and have played a key 
role in making the coin machine 
industry stronger and more stable.’’e 
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Now one low 
price for any size 
tokens up to 1”. 


Bally Sente, Inc. of Sunnyvale, 
California, has appointed H.A. Franz 
and Company of Houston, Texas, to 
represent the Bally Sente lineup of 
games in the southern Texas market. 


Bernie Powers, director of mar- 
keting and sales of Bally Sente, said, 
“It’s a pleasure to appoint and work 
with old friends again. Hoddy, Joe, 


H.A. Frantz to 
represent Bally Sente 


Jerry, Wade, Floyd, Cliff, and 
Howard are all great people to work 
with. I’m certain they will well 
represent the Bally Sente line in 
Texas.” 

The full line of Sac | uprights and 
cocktail tables are on display now in 
Franz’s Houston office, 606 Dennis, 
Houston, TX 77006. Telephone: 713/ 
523-7366. e 


Americn Vending expands 


Rowe lines, adds Neville 


Roger Williams Mint, who for 
over 5 decades has set the 
quality standard in precision 
minting, now offers the low 
price quality standard that can't 
be beat. No middle-man.. . you 
buy direct. We are the largest 
manufacturer of tokens in the 


American Vending Sales of 
Wood Dale, Illinois, was appointed 
a distributor for Rowe phonographs 
and now handles the full line of 
Rowe equipment. 


“We handle Rowe’s vending 


country. machines, bill changers and juke- 
Stock Tokens—Same Day boxes, and the addition of the music 
Shipment line strengthens our service to the 


Custom Tokens—3-4 
Weeks, Even Less 
Design Service—AT NO COST 


for information or 


fort. on | n Or ‘ 
ES 2 place an order 


Fate 


coin machine industry,” Frank 
Gumma, president, said. 

American Vending Sales has also 
added John Neville to the staff as 
manager of music sales. Neville has 
an extensive background in the 
music and game industry, both in 
operating and distributing. He was 
previously associated with Seeburg, 
Worldwide, and Bally. 
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eo oH Mae , 7) 226-33" Frank Gumma Jr., Frank Gumma Sr., and John Neville (left to right) pose at 


American Vending Sales headquarters with a Rowe phonograph. 
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AMOT sponsors 


8-ball championships 


The Amusement and Music 
Operators of Texas sponsored its 
Fourth Annual Texas State 8-Ball 
Championships on March 23 in 
Waco, Texas. This year’s tournament 
attendance was three times bigger 
than last year’s. 

The AMOT 8-ball program 
begins with the operator, who must 
be a member and purchase a kit 
from the association. The kit pro- 
vides the operator with everything 
he needs to run a series of weekly 
tournaments in his location, with 
the weekly winners advancing to a 
location championship. The top 
three players from location cham- 
pionships qualify to play in the State 
Championships, which this year 
offered $5,000 in guaranteed prize 
money. 

There are separate divisions for 
men and women. This year’s 
women’s division had 30 entrants 
playing for a total of $1,400 in prize 
money. A trophy and third-place 
prize money of $200 went to Debra 
Bruce of Waco. Le Willis from Fort 
Worth picked up $250 plus a trophy 
for her second place finish. First 
place, $400, and a trophy went to 
Delores Maddux of Waco in the 
women’s division. 

Eighty-eight men traveled from 


Shown here with AMOT President Byron Cook (second from left) are the 
happy winners of the men’s division: (I to r) Oscar Saenz, second; 
Calvin Harcrow, first; and James Sanders, third. 


all over the State of Texas to shoot it 
out for the $3,600 in prize money in 
the men’s division. Taking third 
place and $400 was James Sanders 
from Tyler. The men’s final pitted 
Oscar Saenz from Fort Worth 
against Calvin Harcrow from 
Bloomburg. Calvin prevailed, 
winning the grand prize of $1,000. 
Oscar received second place prize 
money for $600. The top three men 
also received trophies. 

The head official for the com- 
petition was Willie Elder, a profes- 


sional pool player from Houston, 
Texas. The tournament director was 
Kathy Brainard. 

AMOT president Byron Cook, 
past AMOT president Bobby 
Minnick, past president of both the 
AMOT and AMOA president Doc 
Ringo, and Dynamo’s president Bill 
Rickett, were on hand for the event. 

Texas operators interested in 
participating in the 1985-1986 
AMOT Texas 8-Ball tournament 
program should contact the AMOT 
office at 512/454-8626. ® 


NAMA moves headquarters 


The National Automatic Mer- 
chandising Association (NAMA) 
moved its headquarters in Chicago. 
Effective May 3, the new address is 
20 North Wacker Drive, Chicago, 
Illinois 60606. 

NAMA’s headquarters were 
located at 7 South Dearborn Street 
in Chicago for nearly 40 years. 
Richard Schreiber, president, said 


NAMA decided to move because of 
a change of ownership and specula- 
tion the building would be torn 
down and replaced by an office 
tower. 

‘““We wanted to maintain 
NAMA’s headquarters in downtown 
Chicago where the Association has 
been located since its founding in 
1936,” Schreiber said. “The 20 North 


Wacker Drive building is easily 
accessible in and around the city. It 
will be easy for members and 
employees who travel to NAMA 
headquarters. 

The Wacker Drive building is 
one of Chicago’s historic structures. 
On the ground floor level, part of 
the building houses the Civic Opera 
House. « 
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Domestic & International Patents Pending 
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IDEA, a manufacturer of quality 
products, combines classic styling with 
the most progressive technology to 
produce games that are reliable. If 
scoring is important to your players, 
give them.TRU-SCORE , which scores 
the true impact zone and not “feather- 
ing” and also detects and keeps track 
of darts that miss the target. 


CENTURY DARTES® — 
ROYAL DARTES® -CENTURY SQUIRE™ 


all with International Tournament- 
sized targets | 


ALL-AMERICAN DARTES™ 
AND ALL-AMERICAN SERGEANT™ 


with American-sized targets 


idea’ 


our name means quality 


Route One. Sycamore, Illinois U.S.A. 
815-895-8188 | 
Telex 433-0077-TSPN Attn: IDEA 


Warlifzer 


| 200 selections. 
7 New amplifier 
200 watts music 


-power. 


‘8 loudspeakers in 


Srna 


4 way stereo system. 


Optional: 


Pulsating lights sound 
synchronized during 


record play. 


D-4971 Hullhorst/W-Germany 


Deutsche Wurlitzer GmbH 
Phone: 05744-1001 


For further information: 
P.O. Box 1251, 


Jerry Reeves 
Orlando, FL 32801 
Phone: 305/843-4302 


503 W. Central Blvd. 
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FAVA holds 


Miami was the setting for the 
Florida Amusement and Vending 
Association (FAVA) show held the 
middle of April. And, as is usually the 
case when the show is held outside of 
Orlando, there were complaints about 
the location. When the show is held in 
Orlando, exhibitors contend the 
attendance is higher. However, 
according to president Manley Lawson, 
the largest show FAVA show ever was 
in Miami nine years ago. 

Show coordinators felt this year’s 
show should be held in southern 
Florida to accommodate the southern 
operators. Shows held in Orlando 
conceivably accommodate northern 
operators. However, few southern 
operators showed up. 

According to one exhibiting 
distributor, “The southern operators 
are fairly large and very independent 
and just don’t go to trade shows.” 
Adding to that, another source said 
three southern operators have nearly 
all the locations. 

Bill Medvetz of Sunn International 
was another who said the show was 
misplaced. Said he, “The show should 
have been in Orlando. I think it would 
have been much better attended. 
People said the same thing when the 
show was in Tampa.” 

George Wood of Capital Tel, 
however, offered a reason other than 
locale for lower than hoped for 
attendance. He said, “People in this 
industry are interested in private pay 
phones right now. The AOE (held 
March 30 in New Orleans) had a large 
number of pay phone companies 
exhibiting plus seminars; so that’s 
where operators went.” 

Although the attendee turnout was 
sparse, there was no lack of product. 
Like the AOE, interest was high for 
trivia games. And the best of the lot 
was displayed. Greyhound even had a 
version called Sexual Trivia. “Of 
course, this game wouldn’t do in some 
locations, but places like truck stops 
and bars should do extremely well 
with it,” said a company spokesman. 

Merit’s popular Trivia Whiz has 
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Steve Bodenstein of Game Exchange 
Southeast, Inc. with the “Hotseat,”’ a 
simulator first shown at AMOA. 


EEBDUF 


Jack Morris of U.B.I. with model of 
U.B.1.’s solid construction on its 
new pool table. 


now been followed by Trivia Whiz II 
which is available in all cabinet styles. 

Unique features of Trivia Whiz I] 
include the explanation feature once 
the correct answer is revealed, on 
selected questions, additional infor- 
mation is shown. It’s available in one 
to four player versions with 10,000 
new questions. 

Status displayed Triv Quiz in two 
distributor booths, Buccaneer and 
Hudson-Mullin. The first of the new 
wave in with trivia games, Status 
continues to introduce updates which 
are the key to the success of the trivia 
games. 

Bally Sente showed its Trivial 
Pursuit, which plays like the popular 
board game. 


annual trade show 


SMS showed its latest trivia 
offering, Trivia Hang-Up, in Belam 
Southeast’s booth. It offers some 
unique features including the oppor- 
tunity to get your opponent’s points if 
you can answer his question correctly 
if he answers incorrectly, or receiving 
half your opponent’s bet if he lets the 
clock run down without attempting an 
answer. 

Magic Electronics and Mont- 
gomery Vending introduced two new 
kits, Samurai and Posiden, along with 
current game Bullseye Darts. 

Pop-A-Shot, the basketball throw- 
ing game, kept attendees busy and 
should be a natural for arcades. 

Premier, as at AOE, received a 
warm reception to its latest megahit, 
Chicago Cubs “Triple play.” “It’s not 
that often that a really great pinball 
comes out, and this is the best one 
since Williams’ Space Shuttle,” said 
one operator. 

Jack Morris of UBI was promoting 
the UBI pool table. “Admittedly, UBI 
had some severe problems with pro- 
duct in the past,” Morris explained. 
“But all the problems have been 
solved, and we have a great product to 
offer.” In fact, UBI isso sure of its pool 
tables that it is making an offer hard to 
refuse. If an operator tries a UBI table 
and doesn’t want it after 30 days, UBI 
will pick it up from the location. “I 
don’t think we'll be getting many back, 
though,” said Morris. 

Nomac, Idea and Arachnid exhib- 
ited their electronic dart games. “I was 
a little leary of these dart games,” 
offered a northern Florida operator. 
“But I decided to try one, and now I'll 
be placing lots more.” 

Sega, who recently reopened in the 
United States, showed its latest 
product, Pitfall IJ and GP World. 
Simon Deith of Sega admitted that 
Sega product was very good and Sega 
should once again become a major 
force in the industry over here. The 
company is now making arrangements 
to move into new facilities in Califor- 
nia. 

A fairly new company in the indus- 
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Tom Crouse of Abbett Communications, distributors of the Bill Medvety (in shirt & tie) of Sunn International shows off 
“Hello Telly” by New Technology. Lizard Wizard which was mentioned in a newspaper article . 
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John Estridge, president of AMOA, shown with wife Sandra, Ted Howell and Debbie Campbell of Mobile Record Service. 
addressed FAVA members on the future of the industry. The company attends numerous trade shows. 


BELAN SOUTHEAST 


Checking out the new Seeburg phonograph are from left: Jim Simon Deith of Sega congratulates Richard Gershman (center), 
Ingersoll (Select Music), Bob DeClementi (Select Music), Dave and Bob Haim (right) of Belam Southeast on being 
Thesing (Hudson- Mullin), and Bob Breither (Seeburg). appointed a Sega distributor. 
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try, Cardinal Amusements, showed its 
equipment Beastie Feastie, Street 
Heat, and Drakton. One operator 
commented, “I wasn’t familiar with 
Cardinal, but I will sure try some of its 
games. They are reasonably priced, 
and I enjoyed playing them.” 

John Shingler, who you may know 
from Peach State Distributing, has a 
new product and company called 
Weighmaster. His product is a unique 
scale that does more than just tell your 
weight. It tells you, via a video screen, 
what you must do to lose/ gain to be at 
your perfect weight. It should prove 
successful in restaurants and high 
traffic locations. After all, who could 
resist a chance to be told what he 
should weigh and how to go about 
getting there. 


Legislation 
FAVA agreed and passed a reso- 
lution in support of the tobacco indus- 
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Peter Grant of Montgomery introduced two new games, 
Samurai and Poseidon, along with other current games, 
Bullseye Darts and Eight Ball Action. 
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try’s lobbying efforts against a pro- 
posal to ban cigarette smoking in 
offices. 

In another legislative matter, the 
association met with several arcade 
operators to discuss the possibility of 
getting involved in having the maxi- 
mum prize value on ticket games 
raised. “As it is now,” said Manley 
Lawson, FAVA president, “the maxi- 
mum prize value for tickets games 1s 75 
cents. Bob Rhinehart (executive direc- 
tor) will be talking to our attorneys to 
decide the best approach to the 
problem. 

“However, the current law was 
designed to prohibit locations from 
enticing customers in by showing a 
Jaguar or Porsche as a possible prize. 
We don’t want to go overboard.” 

The association is also working 
with the Department of Revenue ona 
problem of sales tax in vending 
machines. The sales tax is five percent 


Bernie Kalishman (center) of BK Vending talks 
Neal Tannenbaum of Daytona Video. BK is the originator of 
the cigarette pricing unit sold exclusively through Philip Morris. 


Art Fein (left) president of NCMI stops to chat with Joe Gilbert The Capital Tel group from left: Ed Lester, George Wood, 


of Nintendo about upcoming NCMI meeting in New York. Jim Kaufman, Lee Bedatsky, and Frank Cee. 


in the state of Florida but vending 
operators are paying roughly 7.1 per- 
cent of gross sales. The reason for the 
discrepency is that this takes into con- 
sideration the fractional tax on items 
under a dollar. The state views each 
vending sales as a separate trans- 
action; so tax must be paid separately 
which raises the percentage of sales tax 
paid by operators. 

“We are just trying to prove that we 
are paying more than our fair share,” 
said Lawson. “It looks favorable for a 
compromise at this point.” 

The association members reelected 
its same officers for the coming year: 
President, Manley Lawson of Winter 
Haven; First Vice President, Bob 
Matthews of Miami; Second Vice 


President, Dick Butler of Ft. Walton 
Beach; and Secretary/ Treasurer, Bill 
Winger of Orlando. All directors 
remain the same, with the addition of 
Steve Pinetari of Orlando. e 


‘roma 


with Cori and 


25 


Wren the video game industry 
collapsed two years ago, arcades, 
which had nothing else to fall back on, 
were the first to suffer. Unlike bars and 
restaurants, where the games don’t 
have to be the major attraction to draw 
playe*s into the location, arcades rely 
almost solely on new, exciting games 
for their continued existence. 

So there’s probably no better sign 
of the industry’s turnaround than the 
recent good fortune of arcade opera- 
tors, especially when one contrasts 
their optimism today with their 
desperate mood of just one year ago. 

It’s encouraging when a southern 
California operator, who has a num- 
ber of amusement centers in regional 
malls, says, “The business is still very 
definitely there.” 

A Minnesota operator who runs 
several free-standing and strip center 
arcades might add that the games 
don’t last as long on location, but it’s 
still something to hear him say, “The 
new equipment is earning as good as 
ever.” 


By David Pierson 


And you know arcade operators 
are in much better shape today than 
they were last year when you hear the 
operator of two beachfront arcades in 
Florida tell you, “Our revenue is up, 
and our expenses down.” 

Though they’re still not doing the 
kind of business they did during the 
video game boom years, arcade opera- 
tors are reporting a definite upturn in 
business. And, while it would be even 
more encouraging to attribute this 
upswing solely to the games them- 
selves, one learns, by talking with these 
arcade operators, that they survived 
and are beginning to prosper largely 
because of their good business sense, 
shrewd promotions, and smart new 
equipment purchasing. 

Mark Madura is a San Diego 
Operator with a string of amusement 
centers in regional malls. And he is 
quick to point out that he hasn’t 
changed his buying strategy very much 
in this post video game boom era. He 
said he judges the merits of a game not 
on how much it collects in the cashbox 


but rather by how much additional 
money his entire arcade grosses. If a 
game doesn’t add to his arcade’s 
weekly draw, he said, that just means 
it’s robbing from the other games in 
the location. The mark of a good game 
is one which earns money for the 
arcade above the entire arcade’s aver- 
age weekly draw. 

Still, that doesn’t mean he’s 
stopped buying new equipment. 
Instead, Madura pointed out that he 
continues to buy new games in order to 
keep his amusement centers updated 
and fresh for his players. “I believe you 
need new and good equipment,” he 
said. “I still buy equipment, but only 
when we need a new game, and then we 
buy a new game. We don’t need to buy 
five of them.” 

Without that constant turnover of 
new equipment, he said, the entire 
arcade will lose its appeal. 

“So we’re moving games around a 
lot,” he said. “We found that really 
helps.” When the games finally decline 
in his amusement centers he rotates 
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When the video game industry collapsed, arcades were the first to suffer, but shrewd operators are now reporting a turnaround. 
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that really brings home the bacon. 
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them down to his gameroom in 
Tijuana. That way, he said, he’s able to 
keep a steady flow of new equipment 
through his amusement centers and 
not be hurt somewhere down the line 
when the games get old. 

“As far as our buying,” Madura 
continued, “we really haven’t changed 
our strategy. Maybe we’ve forced our 
distributor to carry us at times when 
we used to pay cash, but we’re still 
buying new equipment. You can’t fool 
yourself into thinking you don’t need 
new games.” 

Gene Winstead of Twin Cities 
Noveity and Beanie’s Arcade in the 
Minneapolis/St. Paul area said he also 
was still buying new equipment on a 
regular basis. He explained it this way: 
“We don’t have the turnover of players 
we had during the video game boom. 
The casual player isn’t there anymore. 
So that means we have to constantly 
rotate new equipment in and out of 
there," 

He said new games like Kung Fu 
Master, 1942, Excitebike, Hat Trick, 
Cheyenne, Road Fighter, Buggy Chal- 
lenger, and Cobra Command are 
making good money in his arcades. 
“I’m seeing the new games earning as 


good as ever,” he said. “It’s just that. 


the longevity isn’t there.” 

He said an arcade operator’s sur- 
vival depends on a steady stream of 
new equipment through his centers. 
“You can’t run away from new equip- 
ment in this business,” he said. “What 
we're doing is we’re not buying less, 
we're buying best.” 

Winstead also said he was rotating 
his games regularly out of his arcades 


and into his street locations. Since he ; 


operates a sizeable route of street loca- 
tions, he said, he’s in a position to 
operate the new games in his arcade 
for the first six or eight weeks and then 
to rotate the games out to his street 
locations. 

But doesn’t that hurt his relation- 
ship with his street locations? Not 
according to Winstead. “We use our 
arcade as a show floor of the best new 
equipment,” he said. 

He went on to say, “We who 
remain in this business are in a better 
position with our street locations. We 
don’t have a whole bunch of other 
operators snapping at our heels for our 
locations. Those people are out of 
business.” 
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As a result of that, Winstead said, 
he’s able to operate more efficiently 
and effectively and is in a better posi- 
tion to keep buying new equipment. 
‘“P’ve been able to say no to a location 
on a couple of occasions,” he said, 
‘and that’s something we were not able 
to do a couple of years back. We’re 
better able to advise our locations as 
games experts now.” 

Winstead further insists his street 
locations don’t suffer from this 
because, with the less competition, he’s 
in a better position to serve his loca- 
tions. “In my good accounts,” he said, 
“we're still doing all the things a good 
operator has to do. We’re big on main- 
tenance, promotion—we’ve really 
gotten into foos and dart promotions— 
service, and new equipment.” 

Frank Rizzo, who operates Score 
Family Fun Centers in Vista, Califor- 
nia, said he too hasn’t neglected his 
new equipment purchases. “You’ve 
got to keep new equipment in there,” 
he said. But he added that the distribu- 
tors’ inability or unwillingness to 
accept trade-ins has created a problem 
about older equipment. 

“That’s the $64 question,” he said. 
“About the only thing we can do with 
old games is move them to our street 
route or convert them. That’s it.” And 
he said arcade operators who don’t 
have a street route are hurting because 
they can’t rotate their equipment out 
of the arcade to make room for new 
games. 

In the case of a beachfront arcade 
operator like Ernestine Tolisano of 
Treasure Island Fun Centers in 
Florida, that doesn’t pose as great a 
problem as it does for operators in 
strip centers, free-standing arcades, 
and enclosed malls. Operating two 
100-plus game arcades, she says a large 
number of her machines are old. But 
she added, “We always have some- 
thing the people want to play.” 

She pointed out that, although she 
recently bought three new pinballs, she 
still operates a number of old pin- 
balls—including Capt. Fantastic, Sure 
Shot, Satin Doll, Pro Football, Hocus 
Pocus, and Soccer. 

She added, “We’ve slowed down 
On our new purchases because there 
are no trade-ins.” And, with the excep- 
tion of the truly hot game, like Karate 
Champ, she said, her video game pur- 
chases are almost entirely conversions 
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for her existing video games. 

“If we can get away with conver- 
sion kits,” she said, “then that’s the 
way to go. We've found a new game 
doesn’t bring in any more for us thana 
conversion.” 

. That approach, she said, has 
allowed her to stretch her buying 
dollar and keep her videos relatively 
updated...for her type of arcade. 

But Tolisano’s case is probably 
more the exception than the rule for 
most arcade operators. Her large 
beachfront arcades include (in addi- 
tion to about 40 videos and 25 pinballs) 
about 12 Skee- Balls, a number of pool 
tables, novelty games, kiddie rides, Air 
Hockey tables, foosballs, and rifle 
games. 

For these other arcade operators 
who have somehow survived what has 
been euphemistically called The 
Shakeout, survival has created some 
novel approaches to operating. 
Winstead, for instance, told Play 
Meter that in three or four instances he 
is Operating new equipment in other 
oeprators’ arcades so that those opera- 
tors can keep up the appearance of 
new games being’ in their centers. “I 
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think you'll find a lot of one-store 
operators are starting to contract with 
street operators,” he said. “That way 
they can keep new games in their 
arcades.” 

Winstead said there is a spirit of 
camaraderie among surviving opera- 
tors. “You have to have a good rapport 
with your peers,” he said. “And we do. 
We all have common goals. We know 
each other through our state associa- 
tion.” 

Every operator Play Meter inter- 
viewed said he was relying more 
heavily on conversion kits and systems 
like Nintendo’s and Konami’s to keep 
his video games updated. But all of 
them also said they were increasing 
their percentage of pinballs in their 
arcade locations. 

Tom Tolisano of Treasure Island 
Fun Centers said pinballs now make 
up a larger percentage of the games in 
their arcade. One reason for that might 
be because, while they will buy new 
pingames, their video game purchases 
are restricted generally to updating 
existing video game hardware. 

Rizzo also echoed the trend toward 
Operating more pinballs in place of 
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videos. But he said he’s also operating 
more Skee-Balls. During the video 
game boom, Rizzo said, 90 percent of 
his games were videos. That’s now 
down to 75-80 percent. 

He also said he’s operating a few 
kiddie rides in his arcades but con- 
fessed they weren’t generating the kind 


of revenue he expected. He did say, 


however, that he is still satisfied with 
the kiddie rides because they are a 
steady earner for him. 

Madura told Play Meter that, 
during the peak years, videos accounted 
for 85 percent of all the games in his 
arcades, and now that’s down to 70 
percent. He said pinballs have increased 
in number from 10 to 16 percent. 

But probably the most pro-pinball 
arcade operator was Winstead who 
praised the recent pinball product as 
very good, especially the recent offer- 
ings of Premier Technology. Winstead 
said he even sees pinballs that are out- 
earning some videos. 

He went on to say that operators 
should analyze their locations better 
because they might find ways to 
operate their games more profitably. 
He then gave the example of a street 
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location of his where he replaced a 
Karate Champ with a nine-month-old 
pinball. “And it earned more than the 
Karate Champ!” he said. 


Winstead went on to say, “I’m not 
saying that’s always the case, but it 
showed me this location wanted pin- 
balls more than it wanted a Karate 
Champ. What this switch did for me,” 
he said, “was it made more money for 
me with this pinball and freed my 
Karate Champ for still another loca- 
tion.” 

It’s that type of game expertise, 
Winstead insisted, which allows 
today’s operator to keep a steady flow 
of new equipment through his arcades 
instead of being forced to buy machines 
specifically on location demand, as 
was the case during the video game 
boom. 

Winstead said he is now doing foos 
and dart promotions in his street loca- 
tions, but many arcade operators are 
now more inclined to promote the 
games within their arcades. 


Ticket dispensers on other than 
Skee-Balls is one approach. So far 
ticket dispensers on pinballs and 
videos have not worked as well as 
some operators had hoped. The initial 
reports from operators who have tried 
it, like Frank Bevel of Skate Corp. in 
Huntsville, Alabama, is that the pins 
and videos will increase slightly for a 
short time then the novelty seems to 
wear off. 

According to Bevel, his test with 
ticket dispensers on three or four pins 
and videos “didn’t warrant additional 
effort in the area.” 

Other operators, although report- 
ing the same results, are trying other 
types of strategies with ticket dispen- 
sers and said their results were incon- 
clusive at this time. 

But the whole tendency toward 
promotions inside arcades is becoming 
more and more apparent. 


Said Score Family Centers’ Rizzo, 
“I’m not the promotional-type of 
person, but I know my games should 
be promoted with tickets and tokens.” 

In the case of Madura, he’s still 
going strictly with a gold membership 
card which provides bonuses for 
players. 

In every instance, the operator 
reported that collections were down, 
but not their enthusiasm. Yes, collec- 
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tions are down from the peak years, 
but they’re up from last year. “We’ve 
definitely hit bottom and are headed 
back up,” said one operator. 

And the main reason arcades are 
headed back up is because of the novel 
approaches the operators are trying. 
They’re buying new equipment, yes, 
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but they’re not sitting around waiting 
on what’s new to help them out of their 
downspin. 

If the video game boom-bust era 
taught these operators anything, it was 
that they can’t rely on anything except 
their own initiative and ingenuity to 
help them in the long run. e 
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Ticket dispensers on pinballs and videos have not worked 
as well as some operators had hoped. 


Arcade operators are operating more pinballs and Skee-Balls, 
and revenues are improving. 
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Getting Blood Out of A Turnip 


Some arcade promotion ideas that don’t cost much 
and ought to work for you. 


Wren the games don’t promote 
themselves, it’s necessary for operators 
to take matters into their own hands. 
When games were hot, of course, 
arcade operators dismissed promo- 
tions as needless. But things are dif- 
ferent nowadays, and today’s operators 
realize this. That’s why pool and dart 
leagues are becoming more and more 
prevalent in street locations. 

Arcades also offer promotional 
possibilities, and not all of them 
require extra expense on the part of 
the operator. Here are some novel pro- 
moton ideas which don’t require addi- 
tional expense, just extra work. 

* * @ 

Don’t underestimate the power of 
ego gratification. You don’t have to 
spend your money buying belt buckles 
Or monogrammed T-shirts to attract 
players into your arcade for your pro- 
motions. Most people love to see their 
name prominently featured in a public 
place. Call it ego gratification, but you 
can take advantage of that. How? 

Ever pass by a Wendy’s hamburger 
restaurant? A Wendy’s franchisee will 
put the name of his top employee of 
the month on a plastic letter sign in 
front of his store for all passing 
motorists to see. Wendy’s seems to 
think it’s a good motivation for its 
employees, that it gives them some 
name recognition if they do a good 
job. 

Why not try the same tactic in your 
arcade? Not with your employees but 
with your players. You could post the 
name of the Player of the Week for all 
passing motorists to see. It might be 
for achieving the high score on a parti- 
cular game or it might be the name of 
the winner of another more elaborate 
tournament or league promotion you 
held at your arcade. If you decide to 
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keep it for a high score on a game, you 
could easily change the game from 
week to week so that more players 
have a chance to see their names high- 
lighted in front of your arcade. 

Will a promotion like this lose its 
effectiveness after awhile? Does being 
featured on the cover of Time maga- 
zine or Sports Illustrated or seeing 
one’s face on television lose its luster 
after awhile? Of course not. We’ve all 
got a sense of self-pride; so use it to 
your advantage. You might even keep 
records of how many times each player 
makes the big board so that regular 
achievers don’t get tired of seeing their 
names featured at the arcade. 

The point is you don’t have to 
reward players by giving things away. 
Nowadays all children are getting 
awards and trophies for everything 
they do (from finishing in fourth place 
in the little league to participating ina 
race). But no one is singling out the 
children with name recognition. 

And giving players name recogni- 
tion represents a minimal cost when 
compared against the cost of other 
types of awards you might normally 
associate with running arcade pro- 
motions. 

Wendy’s has another method of 
giving individual recognition. Name 
plaques. For Wendy’s, which picks an 
employee of the month, they post a 
wall plaque with 12 name plates for the 
year. Then each year they add another 
wall plaque with 12 new name plaque 
spaces. 

If you want to post the winner’s 
name inside the arcade rather than 
outside, and you want to recognize the 
Player of the Week, you could have a 
wall plaque with room for 52 names 
and update that with additional wall 
plaques each year. 


Such a plaque would draw atten- 
tion to the player from among his own 
peer group. 

And you could easily embellish 
upon this by adding special Player of 
the Month or Player of the Year 
plaques which would create echelons 
of players at your location. 

Professional ballplayers are re- 
warded annually with trophies, pic- 
tures on the covers of sports maga- 
zines, and high salaries. But the 
highest honor they all speak about is 
reaching the Hall of Fame in their indi- 
vidual sport. So establish a Wall of 
Fame and keep it updated. Make it 
something special, and your players 
will respond accordingly. 

* ® ® 

The promotions you could run in 
conjunction with these low-cost, ego 
gratification rewards are as endless as 
your imagination. One that comes 
readily to mind is an Olympics-type of 
competition where you hold your own 
decathalon or penthalon. It could 
generate quite a bit of excitement 
during the dog days of summer when 
kids are bored and looking for things 
to do. 

A penthalon would include com- 
petition on five different games—per- 
haps a shooting game, an Air Hockey 
or foosball, a pinball and two videos. 
The particular games are, of course, at 
your discretion. You might even poll 
your players, but this might create 
more problems if you start doing this. 

A decathalon would include com- 
petition on ten different games. Again, 
you’re looking for a wide-range of 
games and game types—pinball, 
videos, Air Hockey, shooting games, 
foosball. Perhaps even strength testing 
games. 

When you hold your competition, 
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you award point totals for players 
based upon their finish in each game. 
In some events, players might get only 
One chance. In other games, they 
might get as many as three different 
chances to achieve their high score. 
That’s the way they do it in the 
Olympics. 

The player with the lowest score in 
each event would get one point; the 
second lowest, two points and so on. 
The cumulative scores on all events 
would produce the top three finishers— 
the gold, silver, and bronze medal 
winners. Only here you don’t actually 
award medals, you post the winners on 
your sign or on a Special wall plaque. 

By posting signs above the games 
that will be used in the competition, 
you should increase revenue on those 
particular games as players practice 
their skills to compete in the big event. 

@ ® ® 

League play is something most 
kids are familiar with, yet few have a 
chance to indulge in it as much as they 
would like. For practical purposes, 
most promotions are tournament- 
oriented rather than league-oriented. 
But a weeklong, or even a one- or two- 
day, league is very possible if you 
devote the time to organizing it. The 
advantage of it, of course, is the addi- 
tional revenue the games will produce. 

Games which are best suited for 
league play include Atari’s Football, 
Tehkan’s Gridiron Fight, Air Hockey, 
and foosball. Of course, pinball 
and video games could also be 
adapted to this, but since they don’t 
actually pit one player in head-to-head 
competition against the other, they 
might lack some of the competitive- 
ness which you would get from two 
players actually competing against 
each other, trying to beat each other 
rather than the machine. 

If you’re using a football game, you 
have a ready-made promotion at your 
disposal. Limit registration to 28 
players. Assign each player a profes- 
sional football team, such as the 49ers 
or the Dolphins. (This should be done 
by pure lottery.) Each player will then 
play out that team’s entire 16-game 
schedule under the same NFL format 
as far as division races and conference 
matchups. 

You can stipulate that all tourna- 
ment games are $1 games, meaning 
each player pays 50 cents to play. 
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An Olympic-type decathalon competition in your arcade could include 
competition on foosball, pinballs, or any other arcade piece. 
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That means the entire cost of the 
season to a player would be $8 (unless 
the player qualifies for the playoffs). 

The playoffs, naturally, would 
follow the same NFL format, and the 
competition would lead up to your 
own arcade version of the Super Bowl. 
Such a promotion would generate 
$233 on the game, and your prize 
package would be again in the form of 
an ego gratification reward. 

Or you might put the playoffs and 
Super Bowl on free play as a sort of 
reward for players, but by giving 
everyone a few weeks’ fair notice of 
your plans to hold an NF L-type league 
competition, you should be able to 
increase play on league machines. 

The very same format or similar 
league structures which include divi- 


¢ : 
sion champions could be created for 
Air Hockey, Konami’s Super Basket- 
ball, Champion Baseball, VS. Base- 
ball, foosball, and so on. 

The more closely you are able to 
copy an existing league concept, such 
as the NFL, the more likely you'll be to 
attract your players. Many of your 
games suggest sports which already 
have a built-in structure; it can be to 
your advantage to exploit that struc- 
ture, thus encouraging your players to 
imagine that they are in the same posi- 


tion as their sports heroes. 
e @ @ 


League or tournament play could 
be used in a number of other ways as 
well. Suppose the league pitted players 
on grab-bag machines. For instance, 
you might include two brand new 
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When videos were hot, there was no need for promotions. But organized 
competition can bring back scenes of intense interest in playing the games. 
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HAPPY DAYS 
ARE HERE AGAIN! 
BUSINESS LOOKS GOOD 


ARE YOU READY? 


ADVERTISE 
IN PLAY METER 


904/488-7003 


videos, two older videos, three pin- 
balls, an Air Hockey game, and maybe 
a couple of novelty games in the league 
competition. 

The players are assigned numbers 
by lottery. If you have a large enough 
entry number, you might want to 
include division and conference stand- 
ings which lead to a special playoff. 


Each round, players are paired off 
against a new opponent on another 
machine. For instance, in round one a 
player might be pitted against some- 
one on a Karate Champ. Then, in the 
second round, he might be pitted 
against another player on a Jacks to 
Open pinball. And in later rounds, 
maybe even competing in foosball ora 
game of electronic darts. 


Each round, each player gets a win 
or a loss, and these wins and losses are 
tabulated to determine the player’s 
ranking within his division or con- 
ference or league. Your only para- 
meter is that every player will play the 
same number of games on each of the 
machines; so that no one who is pro- 
ficient on only pinball can win by 
playing only pinball. 

Your playoffs could include a best 
of three, best of five, or best of nine 
competition between two competing 
players vying against each other on 
three, five, or nine different machines. 
The playoff winners advance to the 
next round. 

Again, like with the Olympics pro- 
motion, you could put up signs over 
the games which will be used in the 
league competition, encouraging 
players to practice on these machines 
before the real competition begins. 

Maybe the games don’t offer the 
competition the players once got from 
them, but no doubt the players them- 
selves will supply the competition the 
games lack. 

e e @ 

Tournament and league play aren’t 
the only possible ways to promote con- 
tinued play on your arcade games. 
You might want to try a point ranking 
system where, instead of wins and 
losses, players are awarded points. 

You can still keep the same head- 
to-head competition where players 
compete against each other. But the 
winner of the match gets two points 
and the loser one point. After the 
week’s competition, each player’s 


point-totals would be tabulated and he 
would be ranked. 

The next week repeat the same pro- 
cess, only make the points cumulative; 
so players, although they did well one 
week, must continue to do well if they 
want to reach the next level. 

Each week’s competition will bring 
in new competitors so your list of 
players will grow. The object for the 
players is to be ranked among, say, the 
top ten point scorers on the final 
standings, for the top ten scorers will 
advance to a special tournament to 
determine the arcade champion. 

The reason for awarding points 
even to losers is to encourage partici- 
pation. A player who competes and 
scores poorly will quickly learn that if 
he particiaptes in all your tourna- 
ments, even if he scores poorly, he still 
has a chance to qualify for the play- 
offs. 

A point system rewards endurance 
more so than individual skill because a 
good player, while racking up more 
points in the weeks he chooses to com- 
pete, may not compete as many weeks 
as a lesser player. This will intensify 
your final weeks of competition as 
players start to enter more and more 
tournaments to make sure they qualify 
for the special event. Youll find point 
totals work better for long-running 
promotions than simple win-loss 
league standings. 

* e * 

Another competitive tournament 
idea which de-emphasizes individual 
game skill and emphasizes instead 
versatility on all games is a coin-op 
scavenger hunt. A scavenger hunt, of 
course, is a game where players are 
given lists of objects they must retrieve. 
The objects may be given different 
point values. For instance, a 1943 steel 
penny might score ten points and a 
1956 baseball card might bring five 
points. The points are based on the 
difficulty of acquiring each object, and 
the player scoring the most points wins 
the game. 

A coin-op scavenger hunt would 
list achievements players would have 
to make on various games in your 
arcade. Some scores might be more 
easily achievable than others; and so, 
like the 1956 baseball card, they would 
generate fewer points for the player 
than a more difficult score on another 
game. For instance, you might list a 
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score on Asteroids of 25,000 as being 
worth three scavenger points, winning 
a game of Air Hockey over another 
contestant as worth five points, and 
500,000 points on a tough pingame as 
being worth maybe ten points. 

As players achieve the target 
scores, the attendant initials their 
scorecards. And a time limit is placed 
on the entire event. 

Such a promotion could conceiv- 
ably employ every single game in your 
arcade. The advantage of this is it 
would spread out your players instead 
of having them squeezing in to play the 
few tournament games. Rifle games, 
driving games, old videos, current 
videos, pinballs—everything is fair 
game in a promotion like this. 

® @ @ 

A somewhat similar spinoff would 
be a Father and Son night. After all, 
fathers have more money than sons, 
and the wholesome competitive 
environment you could provide would 
probably be a welcome event for very 
many families. In other words, sucha 
promotion (or similar promotions 
with mothers and daughters) could not 
only help generate additional revenue 
but also go a long way toward uplifting 
your image in the community. 

With father and sons, you could 
easily employ any of the previous pro- 
motions as team competition instead. 
Consider, for instance, an NFL-style 
Atari four-man Football league. 
Father and son teams could also com- 
pete against other father and son 
teams in a coin-op scavenger hunt. 

For this type of promotion, you 
might want to include some of the 
older games which the fathers are pro- 
bably familiar with—such as Space 
Invaders, Asteroids, and Pac-Man. 
They'll feel more comfortable playing 
these games because these were the 
games they played when everybody 
was playing video games. 

e@ ® @ 

One final promotion would exploit 
school rivalries. 

When video games were hot, 
Operators would bank games in their 
arcade, that is, place several of the 
same games next to one another. It 
was not uncommon, for instance, to 
find a row of three, four, or five 
Asteroids or Pac-Man machines lined 
up next to each other. 

Nowadays, however, hit games are 
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nowhere to be found. And operators, 
for the most part, try to hide the fact 
that they might have two of the same 
game. But you could easily exploit 
school loyaltie and rivalries by putting 
the two identical games next to each 
other. 

Picture two identical games, for 
example, next to each other, with a 
football jersey from two rival local 
schools or colleges hanging above 
them. At the end of business each day, 
the school whose machine registered 
the highest score scores a win. Such a 
promotion, naturally, could run on for 
several weeks with you awarding a 
point for each day’s high score. 

Of course, each day you would 
erase the high scores from the previous 
day so that each day would bring fresh 
competition. You could publicize it on 
your sign as School of the Week 
winner. For instance “Central High, 5, 
Midville, 2. This week Carver versus 
Upland.” 
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The point of all this competition is 
that coin-op games imply a certain 
degree of competition. If the games 
themselves are failing to provide that 
competitive edge anymore because 
players know how to make higher 
scores on the games, then it follows to 
let the players compete against one 
another. 

People love the opportunity to 
compete, and game players love to 
compete more than anyone else. All 
you have to do is provide them with 
the structured competition and, evenif 
it is on older games, players will flock 
to them. 

You have an edge over other enter- 
tainment forms—like the movie 
theaters and record shops. You can 
create a game out of your games. 

Try it. You may may find out that 
the best game you ever had in your 
arcade wasn’t even one you bought, it 
was one you made up. e 
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Father and son night promotions with organized competition 


could increase business and improve your public image. 
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When it first became my every- 
day companion, Nixon was Presi- 
dent. Or maybe it was Ford. You 
remember Ford, the one who kept 
stumbling or bumping his head. 
Anyway, it was right around that 
era. The Vietnam War was still a 
vivid memory and Watergate was 
the rage. 
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That was when I welcomed into 
my arcade the most endurable game 
ever. And it’s been there ever since. 
The game is Atari's Sprint 2. 

Nothing like it ever was. Noth- 
ing like it on the horizon. If ever a 
game should be updated and re- 
issued, this is the one. Not Sea Wolf, 
Space Invaders, Asteroids, Pac-Man, 


Ms. Pac-Man, Defender, or anything 
video with slots on the front and a 
playmeter inside. But ask anyone 
who bought a Sprint 2 in 1976, and 
they've still got ‘em. 

Actually, it was built by Kee 
Games, which, the Sprint 2 instruc- 
tion book tells you, was a wholly 
owned subsidiary of Atari. The 
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game has the old Kee symbol of a 
merged K and a G which slightly 
resembles a keyhold and keyhead— 
if you have a great imagination. 
Although the copyright date is 1976, 
I believe Sprint 2 first appeared at 
the AMOA show in 1975, and was 
available at your local distributor in 
time for Christmas. The cost was 
steep, $1,295 to buy, and $25 a 
month to rent! Renting was the 
method I used to bring it into my 
game line-up. It was the highest 
rental I’d ever paid for a machine, 
and I can remember being quite con- 
cerned about whether the high cost 
would be justified. (Oh, for the good 
old days.) 


I need not have worried. The 
game was a smash! Sprint 2 made 
money from day one. It’s making 
money still. 


To refresh your memory, Sprint 
2 is a two-player driving game. Each 
player has a steering wheel, a four- 
speed gear shift, and an accelerator 
pedal. The video picture consists of 
12 track configurations, one of 
which ts chosen by pushing a lighted 
electronic button after a coin is 
dropped. Four cars, a black, a white, 
two greys, are on the track at all 
times. A single player drives the 
white car against the other three 
within a certain time limit. A second 
player drives the black car. Each 
completed lap awards a set number 
of points to the driver. Exceeding a 
specific total of points awards extra 
time. Besides the other cars, the 
driver has to beware of oil slicks 
which could cause his car to spin out. 
The gears allow the car to run at four 
different speeds, fourth being 
fastest. The steering is very respon- 
sive, and at high speed a player can 
create a controlled skid around 
corners. The motor, skidding, and 
crash sounds are quite good and add 
realism. 


As I said, the game was a smash. 

Sprint 2 was the first game I'd 
ever had in my arcade which grossed 
over $200 per week. It did $200 
every week for almost a year. Then it 
slipped into the hundreds. It grossed 
at least $100 a week for so long I lost 
track. At the least, it maintained this 
standard for a couple more years. 

Sprint 2 became my one indis- 
pensable machine. An arcade, where 
numerous games are available, 
seldom has to worry too much about 
one machine going down. There's 
always something else for the cus- 
tomers to play. I never felt that way 
about Sprint 2. When it was down, I 
fretted, moaned, and got a little sick. 
Everything this side of witch doctors 
and voodoo dancers was employed 
to get it running. I would have 
walked to Chicago from Dubuque to 
get a part when it died in 1976, one 
week before Christmas. 

At first I thought Sprint 2 con- 
tained too many chronic problems. 
But, I realize now that given the 
amount of play and abuse the 
machine was subjected to initially, 
the game actually hung together 
pretty well. 

Two key trouble spots emerged: 
the infamous gear shift mechanism 
and the steering electronics. How- 
ever, later units proved more 
reliable. 

Otherwise, Sprint 2 was a horse, 
and remember, these breakdowns 
occured on heavily used machines 
averaging over 800 plays per week. 

What accounts for the spectacu- 
lar success of this piece? First, 
because it was a driving game with 
great sounds and instant response, it 
captured young imaginations. But, 
beyond that, it may have been the 
first driving game in which the com- 
petitors were exactly matched, 
ensuring that the race would be 
decided only by the skills of the 
better driver. Previous dual player 


driving games were electro-mechan 
ical, and because of the inherent 
nature of the relay and coil system, it 
was practically impossible to keep 
two cars equal in speed and control. 
Or, as in previous dual drivers 
(including videos), though two cars 
could be seen, they actually com- 
peted only in score, not head to head 
car-banging realism. Sprint 2 gave 
the player the real thing, albeit in 
miniature. 


The game today seems archaic in 
comparison to its neighbors in the 
arcade, black and white monitor, 
two dimensional, and crude gra- 
phics. But, it still makes money! It 
averages up to $40 a week, and every 
once in a while, ol’ faithful sneaks in 
$50 or $60. And still, around Christ- 
mas, just for the heck of it, Sprint 2 
pops out $100 a week. It’s truly 
unbelievable. 


Now here’s the real kicker. I’m 
still leasing the machine from my 
distributor! Yep, really. I couldn't 
afford it originally, and I kept 
expecting each year to be its last. So 
why buy it? When] finally realized it 
would never die, I decided to keep 
leasing it until my distributor finally 
gave me the game out of embarrass- 
ment. That hasn't happened yet. | 
mean, times have been tough for 
him too, but I’m stubborn. 

By the way, in preparing this 
article I re-read the Sprint 2 instruc- 
tion book and learned there is an 
on/off switch on the machine. | 
never knew it was there, and thank 
God no customers ever found it or I 
might have gone wacko trying to 
find where my power went. Keep 
putting those manuals in there, 
guys. Eventually we read them! 

Sprint 2. What a game! Easily 
my all time money earner. C’mon 
somebody, redo this concept in 
state-of-the-art. 


We are all waiting. “ 
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COIN-OP’S 


CREATIVE CRISIS: 


A three-part inverview 


with Steve Kirk 


PART II 


At a recent industry gathering, the marketing 
director of a major manufacturing company appealed to 
operators in the audience by asking, “What are the 
trends? The market is not easy to read. What is the 
direction? The trends? We need help reading the market. 
What products do you want to see six months from 
now?” 

The marketing executive was making this appeal in 
an attempt to show a newfound openness to operators’ 
suggestions, but his own admission of total confusion 
about the market revealed something else entirely. When 
the people in charge of reading marketing trends for 
major game manufacturers appeal to others to read the 
trends for them because they themselves haven't the 
slightest idea where the market is headed, it indicates a 
serious breakdown in the industry’s marketing strategy. 

In the second of his three-part interview, Steve Kirk 
expands on what he sees as a major flaw in most game 
manufacturing companies. The decision makers, he says, 
are unable or are too far removed from the marketplace 
to tell what play concepts are worthy of being developed 
and which are not. Yet the structure of the industry is 
such that these are the people who control new game 
development. 

A designer of a number of pinball games who has 
authored a book on pinball, Kirk is familiar with the 
inner workings of the research and development 
departments of the Chicago manufacturers, having 
worked at one time or another in most of them. Kirk, who 
can be reached at P.O. Box 496, Park Ridge, Illinois 
60068, is planning a game manufacturing venture in this 
industry which, he says, will reverse a lot of this industry’s 
approaches to game creation. 

In the last installment, Kirk said the industry has a 
problem with recognizing and rewarding its game 
designers, and that the restrictions manufacturers place 
on game designers hurts the final creative product. 

In this installment, Kirk claims that the decline in 
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game sales and manufacturers’ own inability to tell a 
good game idea from a poor game idea has created a 
timid environment where manufacturers are afraid to 
take risks on new game ideas. 


PLAY METER: Are you saying manufacturers are 
afraid to take a risk ona new game idea or that they are so 
confused with the market they don’t know which game 
ideas to take a chance on? 

KIRK: I can probably explain that best by telling you 
what happened to me. I have a new concept, which I call 
“The Next Evolution in Pinball.” I spent four years 
outlining the basic conceptual rules. That’s not counting 
the individual game designs. In fact, I’ve actually laid out 
the progressions for the next 20 games, but I’ve been 
totally frustrated trying to sell the project to existing 
manufacturers. And it has nothing to do with the lack of 
merit in the project itself. The problem lies in the manu- 
facturers’ attitudes. There isn’t a manufacturer out there 
who sees a future. They don’t see a particular trend at the 
moment. 


PLAY METER: So it’s not because they’re just afraid to 
take a gamble on a new game concept? 

KIRK: No, when they make money, they’re like 
gamblers. They blow it. They'll bet foolhardy. In their 
case, they just wasted money on game concepts which 
had absolutely no redeeming value. And now that they 
don’t have any money, they play real conservative. When 
the manufacturers in this business get a buck in their 
pocket, they’re frivolous with it. It’s been almost an 
inverse situation of what they should be doing. When 
they’re making money, they should be conserving some 
of it. But, instead, they spend it on frivolous ideas. And 
now, when they should be spending it so they can have 
some new product out there to bring the money back, 
they’re all making cutbacks and turning thumbs down on 
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new game concepts. It’s that kind of mentality that’s 
keeping new ideas off the market. 

Actually, it’s kind of ironic what’s happened. I think 
there’s probably more of an open-mindedness right now 
among the manufacturers toward doing new things than 
what there has been in the past few years. However, that’s 
contradicted by a conservative attitude financially. In 
other words, they’ve come to the point where they say 
they’re willing to try new things, but only if you can do it 
for $1.50. And this totally frustrates the game designer. 


PLAY METER: Are you sure that’s the reason your 
pinball concept was rejected? That it wasn’t because the 
idea lacked merit? 

KIRK: I spent several months trying to get someone to 
listen to what I wanted to do. When I went to Mylstar 
with the idea, it took a couple of months before we could 
even come to an agreement as to how the idea could be 
disclosed. And they told us they wanted 30 days after they 
heard the concept to decide whether they liked it enough 
to try it. So I typed out my concept—it took about 150 
pages—and I went there and made my presentation. And, 
within 30 seconds after I finished presenting it, they said, 
“It’s great! Let’s do it!” And so I asked if they still wanted 
30 days to make up their minds, and they said no, that 
they were ready to do it now. 

So I was supposed to move on to the next step. We 
knew about how much it would cost to finance the initial 
stages of the project and build the prototype because the 
approach Mylstar wanted was for the product to be built 
entirely on the outside. And that meant I had to build my 
own laboratory, hire my own model makers, and all this 
increased my costs. But they knew we were talking in the 
neighborhood of $500,000 to build the prototype, and 
still they said that wasn’t a problem. 

But, after a couple of weeks of working on the 
numbers, I got a call back, and they said, “Steve, we’ve 
got bad news. Coca-Cola has put pressure on Columbia, 
and Columbia has cancelled all outside projects and all 
inside projects. And people on the management staff are 
being let go, and a lot of the factory is being let go because 
this is a cost-cutting initiative.” 

This is what I was saying before, when things are not 
going good, instead of investing more money to get things 
rolling again, people in this business become ultra- 
conservative. They simply shrug their shoulders and say, 
“The fad is gone. Let’s not spend anymore money because 
it’s all just going to go down the drain.” 

Even though I had something here which could have 
taken them out of debt and put them back on the market 
and even revolutionized the business—and the people 
who heard the idea agreed that would happen—even with 
all that going for me and my concept, there was nothing 
that could be done. Upper management was so far upper 
that nothing could be one. They made their decision, and 
that was that. They said, “We can’t finance anything like 
that. It’s too much money. I don’t care how good it is: 
we're not spending the money.” 


PLAY METER: And to what do you attribute their 
reasoning? 
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Set your BEST table 
... fora lively ’85 


We are so certain you'll love 
the performance of the new UBI 
tables, we'll pick them up after 
30 days if you don’t agree. Why? 


Check these operator features: 

¢ tongue & groove construction maintains 
accuracy to within a 32nd of an inch. What 
this means to you is longer table life, better 
action on the rails, less possibility of 
freight or rotation damage. 

e 4" ply cabinet means you've got the 
strongest table built. 

e the crisp, accurate and fast playing 
action on your UBI tables makes you 
more money. 

¢ our exclusive works-in-a-drawer (standard 

on our Series 500) means minimal 

downtime and expense in case of break-in. 
and, you'll love our prices! 


Series 500 (featuring works-in-a-drawer) available 
in 6', 6%', 7' & &'. Push or drop chute. 


Series 1000 available in 64%', 7' & 8' with push 
or drop chute; cue ball lock-in after 15th ball. 


UNITED BILLIARDS. INC 
ot PROGRESS STREET 
UNION. NJ 07083 


for more information and prices, call 
Jack Morris collect — 201/686-7030 
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KIRK: Part of their reasoning was, no doubt, that they’d 
heard that old story before. You see, everybody went to 
them with all these wonderful ideas back in the peak 
years. And they didn’t turn out to be so wonderful. They 
even told me, “You're probably right. Your idea can 
probably make us millions of dollars. I believe you, but I 
also believed this other guy, and he burned me.” So 
really, the fact that they believe or don’t believe in my 
concept doesn’t matter anyway—and they did believe in 
it. But their belief in what I had still didn’t justify their 
taking a risk because they were admitting they had 
already demonstrated to themselves that they were 
incapable of distinguishing between a good idea and a 
bad idea. 

But I can tell you this. When all of them were saying 
pinball was dead, that it had no future, I was spending my 
time trying to figure out how to give it a future. I spent a 
lot of time trying to figure out howto do this. And the end 
result is, when I was finally ready to present the concept, 
the factories were starting to feel the sting from all their 
bad investments. I got shut out because of their bad 
decisions. 

I know what I have, but I also realize that at this 
point the money for my project is probably going to have 
to come from outside this industry because the people 
within the industry are so gun shy that I can’t realistically 
even look at them as potential investors anymore. My 
financing is probably going to be coming from outside, 
and that’s a sad commentary on an industry that’s sup- 
posedly in need of new game concepts for its livelihood. 
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PLAY METER: So you would agree with the oft- 
repeated theory in the industry today that the greatest 
game company five years from now isn’t even in business 
today? 

KIRK: I would say that’s true, but that’s the nature of all 
creative industries. All the real innovations come from 
the outside. A little guy jumps up and creates someting 
overnight, and then the big guys copy it. It’s always been 
that way, whether you’re talking about Dragon’s Lair or 
Pac-Man or any of the other real innovative stuff. 
Outsiders are more willing to take a risk. They aren’t so 
gun shy. 

I should say that I’m currently negotiating with 
people within the industry for less regular pinball projects 
because, like everyone else, I’ve got to put food on the 
table. But I’m not about to give away my concept for 
nothing. When I look at all the ideas that were taken from 
me, all the ideas I gave when I worked for the various 
companies, and when I realize that I wasn’t compensated 
for any of those inventions, then it makes it very difficult 
to deal with these people. They just took, took, took. And 
other people eventually claimed the credit for the game, 
and there’s a lot of that in this business. 

Still, I'd like to have people within the industry 
invest in the concept, but I’ve just about run out of time 
on it. It’s too difficult to sell it in this industry. You can’t 
even discuss it without a lot of rigamaroll. With one com- 
pany, for instance, we’ve had four major meetings and 
spent maybe three hours minimum on each of those four 
meetings, and still we haven’t even discussed the concept, 


WHY RISK OBSOLESCENCE DUE TO REGULATORY CHANGES. 
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except in very vague generalities. And that’s because of 
all the legal complications. So what I’m saying is it’s very 
difficult to discuss anything with an existing game 
company. 

If the game manufacturers make game idea sub- 
missions so complicated in order to discourage all the 
people who think they’ve got a good idea but don’t, then I 
can partly understand the reason for all the rigamaroll. 
There’s a true story about someone who once approached 
a factory executive and convinced him he was a game 
designer with a great new game idea. They arranged fora 
meeting, flew him in, signed a non-disclosure agreement, 
everything. Then the executive asked him, “Well, what’s 
your idea?” And the guy apparently said, “A baseball 
game.” And the executive said, “Yeh, okay. What about 
it?” And the guy supposedly answered, “That’s it! A 
baseball game! Don’t you think that would make a great 
video game?” That apparently really happened. And, like 
I said, if that’s the reason for all the rigamaroll, to screen 
out these people, then it kind of makes sense because 
there’s that kind of mentality out there. But when people 
they know, like me, who have had many legitimate ideas 
in the past want to discuss the possibility of a new game 
concept, these same manufacturers are still reluctant. 
And the only thing I can figure is they want to try and rip 
off everything they can get. They want to try and get 
anything they can for free. 


PLAY METER: Still, from what you’ve been saying, 
manufacturers seem to be grasping at ideas. In their 
present situation, what should they be doing? 

KIRK: I think they need a certain cohesiveness to make 
sure ideas aren’t exploited prematurely or superficially. | 
keep going back to my “Next Evolution in Pinball,” but I 
think it illustrates what this industry must do in order to 
avoid falling into this desperate trap. One of the things 
I’m trying to do with my pinball concept is to lay out in 
advance the way new concepts and features will be intro- 
duced fora series of 20 or more games. None of that is the 
specific design of the game itself. I just know that on game 
number five I’m going to introduce a certain feature as 
part of the total game design. 


PLAY METER: So what you're talking about is that we 
need to do advance planning on game designs far in 
advance? 

KIRK: What you don’t want to dois rush something out 
the door. You want to exploit the market and expand it, 
not just satisfy it. If we have an idea that we see we can 
make three progressions out of, we don’t want to make the 
third progression first because that doesn’t do anything 
for us or the operator. We have an obligation to the 
operator to try and upgrade each piece of equipment so 
that his investment and our product produces a fair 
return. He’s got to feel he’s buying something that’s new 
and improved in some way. And the player deserves to 
feel that way, too, on a regular basis. We just can’t 
rearrange the targets on the playfield and think that’s 
going to attract players. 


PLAY METER: What you're talking about here is 
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DELTRONIC LABS DL-1275 Ticket Dispenser is now 
available in kits—for quick and easy installation on existing 
video, pinball and novelty games. 

For more than 7 years, top amusement manufacturers 
have relied on DELTRONICS LABS for quality ticket dis- 
spensers, backed by prompt and efficient service. 

Now this time-tested dispenser is incorporated in kits for 
the same dependable performance on your present games. 

You can renew player interest with tickets for awards and 
bonuses—and keep them playing again and again and again! 


DELTRONIC LABS, INC. 


Eight & Maple Avenue @ Lansdale, PA 19446 
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pinball game design. Does the same concept work for 
videos? 

KIRK: Yes, you have to introduce the right idea at the 
right time, whether it’s a video or a pinball. And some 
game designers and manufacturers don’t seem to under- 
stand that. Some game designers will tell you they're 
trying to design the ultimate game, and that’s not where 
it’s at. The good game designer makes a game that makes 
a lot of money in the cashbox. His concern shouldn't be 
with making the ultimate game. With video games, for 
example, if we would have made Defender right after 
Pong, it wouldn’t have been the right game at the right 
time. Even if people would’ve accepted Defender, we 
would have lost all those games in between. So one has to 
be willing at times to hold back good ideas for the right 
time. 

Let’s take the automobile industry, for example. All 
automobile manufacturers have ideas set up in line for 
the next five or six years, and they will not introduce 
those ideas to the public until the time is right. That’s 
because they want to offer a new progression each year. 
something a little better than the year before. And each 
automobile manufacturer has the ability to implement all 
those things tomorrow afternoon. But what if they did? 
What would they do the following year? They would be 
like our industry where they have nothing else to offer. 
So, you see, the idea is always to keep ahead of the game, 
to have new things in mind. 


PLAY METER: But competition forces manufacturers 
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to outdo each other. How can a manufacturer plan an 
orderly introduction of new game features, if another 
manufacturer beats him to the punch? 

KIRK: My pinball concept is set up so that no matter 
what a competitor does, I can respond. Say, forexample, 
I’m on game number three, and my competitor sees an 
idea on one of my games and goes one or two steps better 
than me. What I have to do is trash that progression and 
go one better than them. You don’t stick to your pre- 
planned program in that case; you let the competition 
dictate your introduction of new ideas. 


PLAY METER: And you’re saying manufacturers don’t 
do that? 
KIRK: They have a tendency just to make a game, and 
there’s a reticence on their part to hold anything back 
because they haven’t felt they were in a position to hold 
anything back. Their lack of confidence in the future of 
this industry is evident in their game designs and intro- 
ductions. “Whatever is our best stuff,” they seem to be 
saying, “we’d better put it out there because we're not 
even sure that’s going to make it.” 

Manufacturers seem to think every game has to have 
a deadline. You cannot send a game out before it’s ready. 
I had a game that was sent out before it was ready to go, 
and it kills you from a game design point of view. When I 
run a game program, I’ll have one, two, maybe even three 
revisions to get the bugs out of the program. Now, the 
program that was in my game Nine Ball had 60 revisions 
in the program, and still it did not work. But the factory 
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There has been very little advanced planning to make sure 
ideas aren't exploited prematurely or superficially. 
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felt they had to sent it out anyway because they didn’t 
have another game ready to go. What they ended up doing 
was simply wasting that game. It never worked on the 
street. It would either lock up all the balls or change 
players in the middle of the game or other kinds of freaky 
things. And everybody blamed the foul-ups on the com- 
plexity of the rules or whatever, but the bottom line was if 
the game didn’t work it shouldn’t have gone out the door. 


The hindsight about that has sunk in, and I don’t 
think that would happen again, at least by the people that 
were involved in it because it hurt them substantially. 


PLAY METER: Has the industry ever really followed 
this pattern of an orderly introduction of new game 
ideas? 

KIRK: Gottlieb was the only company that I recall that 
would have maybe 20 games ready to go in advance, but 
that’s going back to the 1960’s. They had a stockpile of 
some pretty advanced stuff. They were all done, rules 
were made, the games finished. And we found one of the 
advantages of having 20 games made in advance is we can 
find out what the burnout stage of a game is before we 
send it out the door. Anyone can ascertain a game’s up 
front merits really easy, by putting it out on location fora 
couple of weeks and getting test results. But the longevity 
aspects of it are difficult to predict. And, by having that 
many games that far in advance, we would be able to play 
them in the laboratory and get some idea about how good 
a game it really was. If we still wanted to play it six 
months down the line or if we didn’t care to play it six 
months down the line—that told us something about the 
game. And that had a lot to do with the marketing of 
Gottlieb pinballs in the late °60’s and early °70’s. And, if 
you recall, they made a lot of really good games back 
then. I haven’t seen any of that in any of the current 
manufacturers, that is, their wanting to stockpile games. 


This is a very myopic industry. There has been very 
little advanced planning. No long range planning beyond 
“What can we do and get out the door next week?” 


PLAY METER: But to accomplish this stockpile of 
games, you have to have a stockpile of game ideas. You 
don’t see any problem with coming up with new ideas for 
games in this industry? 

KIRK: It’s been my experience that coming up with new 
ideas has never been as much a problem as being able to 
select the proper ideas and deciding which ones are right 
for the right time. Myself, I’ve got nearly 200 games on 
paper. I’ve got more ideas than I know what to do with. 


Yet seldom, if ever, do I select a game that I’ve previously 
done. I want to do something new and different. That’s 
what people don’t understand. A good designer isn’t the 
person who comes up with all the bright ideas. A good 
designer is the person who knows which idea is good for 
the time. He solicits other people’s Opinions, and he 
chooses the right ideas for the particular project, those 
ideas which are compatible with the overall project. 

When I make a game, it’s like writing music. Do you 
write the words first or do you write the melody and then 
write the words? A songwriter will tell 'you he can go 
either way. And, when I design a game, I’ve done it both 
ways, too. Sometimes the idea as a total concept comes to 
you, and you create the geometry to execute that concept 
in your mind. At other times, you’re fascinated by a 
creative geometry you've come up with, and you create a 
concept to utilize that geometry. There’s no right way or 
wrong way. It’s only what you come up with asa finished 
product that matters. 


PLAY METER: Maybe I’m getting a little ahead of you, 
but are you saying games aren’t actually designed as 
singular concepts but rather as a combination of things? 
KIRK: Yes, Let’s go back to the game Defender, for 
example. Defender was a combination of many people’s 
ideas. But Eugene Jarvis was the person who took all 
those ideas and decided which ones to use and which ones 
to throw out. In fact, some of the ideas in Defender were 
just plain flat ripped off from other video games. The 
game was actually the combination of elements from 
many other games. The rapid firing of the Spaceship was 
from Asteroids. The ability to fly the spaceship all over 
the screen was also from Asteroids. The stealing of the 
men, which I think was one of the key elements of that 
game, was derived from watching a game from Cinema- 
tronics called Rip Off. In Rip Off, you might remember, 
the enemy ships would come out and steal tanks from the 
middle. All these little things actually came from different 
games. I didn’t have anything to do with Defener. Don’t 
get that idea, but the game shows how a designer can 
collect ideas and decide which ones to include and which 
Ones not to include. 

The reason I’m saying this is because there’s too 
much of a feeling, especially among less experienced 
designers, that they can’t work with other people, that 
they can’t give out their ideas to other people. Some game 
designers are very reluctant to reveal ideas in their heads. 
And, if they were able to do that, they might pick up 
changes of suggestions which could make their game 
ideas even better. 


eee 
The manufacturers’ overriding philosophy about pinball is it 
should become obsolete by mechanical self-destruction. 
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(continued on page 66) 


TAX TIPS 


By 


Irving L. 
Blackman 


I’m betting there will be a new tax 
law. The press keeps publicizing the 
fact that Washington will bless us with 
“tax simplification” and a so-called 
“Modified Flat Tax.” 


The biggest single benefit offered 
by the new proposals is a drop in the 
top individual tax bracket from 50 
percent to 35 percent. Some other 
changes proposed, to become effective 
in 1986, are the following: 

1. Make capital gains 100 percent 
taxable instead of 60 percent tax-free; 


2. Limit interest deductions to 
$5,000 plus investment income; 


The Flat Tax 


3. Eliminate the investment tax 
credit and the rehabilitation credit; 
and 

4. Extend the depreciable life of 
assets. 


Tax simplification will not happen 
in the foreseeable future; the new tax 
law will not look anything like what is 
being proposed; and worst of all, no 
matter what the top tax rate turns out 
to be, the overall take by the IRS will 
not go down. Simply put, some will 
pay more, some will pay less. 


Here’s a safety-valve tax-planning 
list to hedge your investments if some 


of the new rules become law. Some 
deals will not be affected—oil and gas 
drilling, research and development, 
and marketing expense ventures. His- 
toric/commercial rehabilitation deals 
are okay if completed in 1985. But stay 
away from deals that depend on future 
capital gains treatment or depletion 
allowances to turn an after-tax profit. 
The flat tax would hurt deals that rely 
on fast depreciation like real estate, 
equipment leasing, and cattle breeding. 

And remember, no matter how 
good the tax juice looks, stay away 
from the deal unless it makes eco- 
nomic sense. * 


Closely Held Corporations 


Most successful closely held cor- 
porations are built by an army of 
one—the overworked energy-charged 
entrepreneur with a vision. Survival 
usually is the first priority. Then pro- 
fits and building corporate equity 
become the order of business goals. 
Finally, success appears. Now, the 
goals shift and getting money out of 
the corporation becomes top priority. 

But there is a problem. Taxwise, 
the methods of taking money out of a 
closely held corporation can range 
from being tax joys to tax disasters. 
Clients and readers often ask for a 
checklist that rates the methods. The 
following is a list of the main ways to 
take money out of a closely held cor- 
poration, ranging from the most to the 
least desirable: 

1. Payments deductible by the cor- 
poration, which are tax-free to the 
shareholders and provide a current 
benefit. These include: (a) fringe bene- 
fits, such as medical and legal reim- 
busements plans, group term-life 
insurance (up to $50,000), and travel 
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and entertainment expense reimburse- 
ments, and tuition assistance pro- 
grams; and (b) pension and profit- 
sharing plans to the extent the partici- 
pant/owner/shareholders can borrow 
from the plan. The law limits partici- 
pant loans to the greater of $10,000 or 
half of the participant’s vested benefit, 
but not more than $50,000. 


2. Payments that are deductible to 
the corporation and taxed to the 
shareholder, but provide a current 
benefit. Examples include salaries and 
bonuses. 


3. Payments that are currently 
deductible to the corporation, are tax- 
able to the shareholder when received, 
but will not be received until later. The 
typical pension and profit-sharing 
plans fit in here, assuming no amounts 
are borrowed from the plans. 


4. Payments that are nondeduc- 
tible to the corporation, but result in 
current benefits to the shareholders, 
do not have to be repaid, and result in 
capital gains (or losses).This is the 


world of stock redemptions. The cor- 
portaion buys back some of its stock, 
resulting in capital gains (or losses) to 
the shareholders. 


5. Payments that are nondeduc- 
tible to the corporation and nontax- 
able to the shareholders. This usually 
means the repayment of loans made by 
the founder while the corporation was 
trying to stay alive. Loans from the 
corporation to the shareholder must 
bear current market-rate interest to 
avoid dividend consequences. 


6. Payments that are nondeduc- 
tible to the corporation and fully 
taxable to the shareholder. This is the 
last and least desirable method, the 
dividend option. Use it only if all other 
methods fail. 


Non-tax considerations should, of 
course, be made as well. The ranking 
is, at best, suggestive only, and should 
be modified to your unique facts and 
circumstances. But remember this: No 
matter how you juggle the list, divi- 
dends will come up last! e 
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Auto Commuting Rules 


Let’s start with the bad tax laws. 
When you use your car for business, 
the first and last stop you make each 
day is called commuting, which is not 
deductible. The in-between stops to 
customers are business miles and are 
deductible. 

And now the good tax news. If you 
work out of your home, you can start 
counting business miles when you pull 
away from your home. Think about it. 
The rule makes sense. You get a break 
because you start out from your place 
of business. 

Wouldn’t it be nice if you could 
somehow convert your home into your 
place of business? If you work at home 
some of the time, you have two places 
of business—your home and your 
office. Sorry, but just putting a second 
office in your home is not enough. The 


trick is to make your home office your 
principal place of business. That’s 
exactly what our tax hero did ina real 
case. (McKinsey, TC Memo, 1984- 
514). 


McKinsey, the chief executive of 
DM Industries, had an office in his 
home to cut DM?’s cost. DM had 
offices and showrooms in several loca- 
tions, but McKinsey worked out of his 
home office. He made frequent trips to 
DM’s offices and showrooms. The 
IRS tried to disallow these trips. 


The court crushed the IRS’s con- 
tention that McKinsey was using a 
secondary (home) office to justify 
deductions for personal commuting 
expenses. The trips in question were 
between two business locations and 
deductible. e 


Want to Compare 
Your Deductions 


Everyone knows it; the more you 
deduct, the less your tax. On the other 
hand, this is also a fact, the greater 
your deductions, the greater your 
chance of a tax audit. Every year, the 
IRS gives you a peak at the deduction 
level of your fellow taxpayers. Here’sa 
look at the deductions taken on 1983 
tax returns filed in 1984. 

The medical expense deduction is a 
bit of a fooler because only expenses in 
excess of five percent of adjusted gross 
income are deductible. Because of this, 


Deductions 


Send for these special reports: The 
Complete Guide to Building Your 
Automobile Deductions... Legally 
($19), A Tax Road Map for the Home 
Business Operator ($19), and How to 


NATIONAL AVERAGE DEDUCTIONS 
CLAIMED FOR 1983 


Adjusted Gross Income in Thousands of Dollars 
een het dah tr Metairie 


Medical Expense $1,405 $1,872 $2,741 $5,900 $ 8,544 
Taxes 2,690 3,437 4,711 6,833 10,580 
Contributions 900 1,113 1,553 2,697 4,860 
Interest 3,778 4,679 6,259 9,187 13,375 


most taxpayers claim no medical 
expense deduction. 

Don’t get overwhelmed by how 
much the other guy deducts. Use the 
figures only for comparison. Don’t 
believe any rumors you hear about the 
IRS allowing you to take an average 
deduction. The rules are clear. You 
can only deduct expenses actually 
paid. In addition, if you are audited, 
you must prove your deductions. So, 
keep your receipts, cancelled checks, 
and other documentation. e 
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Take Money Out of Your Closely 
Held Corporation (21). Write to 
Blackman, Kallick & Company, Ltd., 
180 N. LaSalle Street, Chicago, IL 
60601. 
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Technical Topics 


MOS/FET & J/FET Circuit Design 


Lesson 11: 


Voltage Controlled Resistor (VCR) 


PROGRAMMED TEST 


Editor’s Note: The material below is a serialization of the Kurz Kasch correspondence course for electronics, 
designed specifically for the coin-operated amusement industry. This course is copyrighted and owned by 
Kurz Kasch of Dayton, Ohio and its reprinting is being sponsored jointly by Kurz Kasch and Play Meter magazine. 
This material is authorized for publication exclusively in Play Meter magazine. 


INSTRUCTIONS: The purpose of this test is to guide you step-by-step thru actual circuit design problems. 
Also, many of these tests will provide you with additional design technique. Most important, these tests will provide 
you with a gauge to establish your degree of understanding of the materia! covered in the text. The test is programmed. 
Start at block one and then follow the numbered instruction associated with your answer. 
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The drain characteristics curve is nearly linear for 


a. Vos < Vp GO TO BLOCK 15 

b. Vos= Vp GO TO BLOCK 17 

c. Vos > Vp GOTO BLOCK 7 
YOU ARE CORRECT! 


For gain controlled amplifier shown in Fig. 11-4, the gain Ay 
will decrease as long as Vc 


GO TO BLOCK 13 
GO TO BLOCK 18 
GOTO BLOCK: -5 


a. /ncreases 
b. Remains the same 
c. Decreases 


3 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 12. 


4 


YOU ARE CORRECT! 


A JFET can be used as a voltage controlled attenuator 
because of the 


a. Linear drain characteristics 
near the origin of Ip vs Vos 

b. High value of output 
impedance 

c. Nonlinear relationship of 
lp to Ves 


GO TO BLOCK 12 


GO TO BLOCK 19 


GO TO BLOCK 16 


5 


YOU ARE INCORRECT! 
Refer to the text and return to BLOCK 2. 
YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 12. 


7 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 7. 


8 


YOU ARE CORRECT! 


The value of Rpg, as given in Equation 11-1, will increase 
when the value of Vc, the controlling voltage, 


GO TO BLOCK 2 
GO TO BLOCK 10 
GO TO BLOCK 14 


a. Increases 
b. Remains the same 
c. Decreases 


9 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 15. 


10 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 8. Refer to the text and return to BLOCK 8. 


I] IS 


YOU ARE INCORRECT! YOU ARE CORRECT! 
Refer to the text and return to BLOCK 1. In the linear region of the drain characteristics curve, the 
; slope of this curve is changed by changing 
12 a. Ip GO TOBLOCK 9 
b. Vos GO TOBLOCK 4 
YOU ARE CORRECT! & Vee GO TO BLOCK 17 
For the basic voltage controlled resistance circuit shown in ] 6 
Fig. 11-2, part of the drain voltage is fed back to the gate 
inorder to YOU ARE INCORRECT! 
a. Increase the input impedance GO TOBLOCK 6 Refer to the text and return to BLOCK 4. 
b. Reduce the gain GO TOBLOCK 3 
c. Reduce the distortion caused 
by the saturation effect ] 7 
near lpss GO TO BLOCK °é 
YOU ARE INCORRECT! 
13 Refer to the text and return to BLOCK 15. 
YOU ARE CORRECT! 18 
_ You have now completed the test for Lesson Eleven. YOU ARE INCORRECT! 
However; before starting Lesson Twelve, think about any 
areas of this lesson you may wish to review. Only when you Refer to the text and return to BLOCK 2. 
feel confident about your understanding of the material 
covered, should you proceed. ] 9 
14 YOU ARE INCORRECT! 
YOU ARE INCORRECT! Refer to the text and return to BLOCK 4. 


LET US BE YOUR DRUMMER! 


~PLACE YOUR ADVERTISEMENT TODAY! 
Sw CALL: 504/488-7003 
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C.B. Brady 


A half century ago, a young man 
by the name of C.B. Brady began a 
company in Durham, North Caro- 
lina, called C.B. Brady & Company. 
His first couple of machines were 
penny post card dispensers in the 
movie theatre lobby next door to his 
company. 

Gradually he added jukeboxes 
and pinballs and was appointed the 
Wurlitzer distributor in 1944. The 
same year C.B. moved his company 
and family to Charlotte and in 1945 
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ooks on as Jim Frye & Blair Norris (at podium) 
announce winners of the prizes donated by manufacturers. 


ta (1) of Universal and Jon Brady pose by 
Universal’s latest, Indoor Soccer. 
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changed the name of the company to 
Brady Distributing and began his 
career in the distributing end of the 
coin-op industry. 

Brady’s 40,000 square-foot facili- 
ties on Wilmont Avenue is the 
fourth location in Charlotte, each 
larger than the last. 

On April 12 the manufacturers 
Brady represents and operator 
customers gathered to celebrate 
C.B.’s birthday and Brady’s 40 years 
in the distributing business. Brady 
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Mike Dodson and Mort Ansky of Merit Industries 
talking with Kevin McIntyre of Magic Electronics (r). 


ad 
! Me ~~ 


C.B. Brady waves to griends and customers after blowing 
out the candles on his birhday cake as his wife looks on. 


hosted a sale of used equipment and 
displayed the latest offerings as 
manufacturers talked with operators. 

Bernie Powers and Bob Lund- 
quist showed Sente’s system which 
is a hit with Trivial Pursuit and Hat 
Trick. Dick Konopa of Bally 
watched as operators gathered 
around Demolition Derby and 
Bally's latest pins. Lenore Sayers 
was busy promoting Premier 
Technology's Chicago Cubs pin 
which was debuted at the AOE show 
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Paul Jacobs of Meltec (1) talking with 


Bob Lundquist of Bally Sente. 


in New Orleans. It’s not often lately 
that the industry gets as excited 
about a new game as it has for 
Chicago Cubs. 

Mort Ansky and Mike Dodson 
represented Merit Industries and its 
Trivia Whiz which is one of the best 
trivia games. Merit is following it up 
with Trivia Whiz 11 complete with 
10,000 new questions. 

Mac Sugita showed Universal's 
new Indoor Soccer. Steve Walton 
presented Data East’s products, 
Kung Fu Master and Karate Champ 
which is still going strong. Bill 
Cravens was there from Nintendo 
with some of its latest product, Ice 
Climber, Hogan's Alley, Wrecking 
Crew, and Raid on Bungling Bay. 

Exidy’s John Barone previewed 
the next game for the Crossbow 


Attendees kept the games busy 
as they played the latest offerings. 
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game called Combat. Dick Needle- 
man was on hand to answer 
questions about Atari's phenomenal 
hits, Marble Madness and Paperboy. 


Cinematronics’ Rob Boldt was 
busy explaining the new Cinemat 
system. The latest game for it is 
Mayhem and operators said it 
looked like it would be a hit. 


Paul Jacobs, Meltec, showed the 
company's latest novelty piece, 
Target Ace. Similar in format to a 
shuffle alley, the player slides a puck 
down the lane to have it land in, 
flush to the surface, holes for points. 


When asked about Brady Dis- 
tributing there was not a derogatory 
remark. Said Bill Cravens of 
Nintendo, “It’s very simple, Brady is 
one of the few distributors doing 


= 7 
Le PPM AR woe SS 


Bally’s Demolition Derby was a hit of the day. 


everything right.” 

“They are a class act,” said Rob 
Boldt of Cinematronics. ‘I’m 
looking forward to working with 
them.” 

John Barone of Exidy noted, 
“They are tops on our list of 
distributors. Brady has supported 
our product and they are vital to our 
survival.” 

Said Lenore Sayers of Premier, 
“I'd have to go along with what I've 
heard—it’s easy to see why they 
have been in business 40 years. It is a 
tremendous company that is more 
like a family. 

“I think a lot of the people at 
Brady and am glad to be a part of 
their 40th anniversary celebration. I 
wish them many more successful 
and prosporous years.” e 
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Exidy’s John Barone (dark suit) explains Combat, Exidy’s 
new piece, while a youngster enjoys Atari’s Paperboy. 
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By 


Seninsky 


Frank “The Crank” 


Pinball is alive 


at Premier Technology 


We all got quite a scare when it was 
announced that Mylstar (formally D. 
Gottlieb & Co.) was closing its doors. 
Pinball had been an important part of 
our industry, and was generating 
renewed interest. So when we heard 
that Gil Pollock, and his new company 
Premier Technology, was planning to 
purchase Mylstar pinball assets, there 
was a sigh of relief that the quality of 
pinball exemplified by the Gottlieb 
name would live on. 

Before going into Premier’s new 
system, System 80-B, introduced in 
Chicago Clubs Triple Play, 1 have 
some comments on Ice Fever. 

Ice Fever was about 50 percent 
complete when Premier took over. 
This System 80-A pinball is very much 
like its predecessor, E] Dorado. How- 
ever, Premier made the grahics more 
attractive and remolded the roll-over 
drop targets, making them stronger. 
Their position on the far top left of the 
playfield decreases the chances of 
cracking, since the ball has less 
velocity farther away from a flipper 
shot. An adjustable bracket was 
designated so the targets could be 
moved up or down, so when dropped, 
their tops would be flush with the play- 
field to compensate for varying play- 
field board thicknesses. 

The flipper return rails are thicker 
with one section instead of two. These 
rails won’t loosen or bend easily. The 
pinball can be better controlled 
because much of its energy is absorbed 
by the thicker rail on impact. Thinner 
rails often acted like springs. 

Ice Fever has a novelty mechanical 
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puck kicker assembly located in the 
head. This circuit is totally indepen- 


dent and has its own 2-amp slo-blo 


fuse, so if a malfunction should occur, 
the game can still be played. It’s also 
good to know that the puck kicker coil 
(5194) is the same as three of the 
game’s four pop bumper coils. When a 
pop bumper spare is not available, you 
can borrow the coil from the puck 
kicker. 


The new System 80-B 
Premier designed this new system 
to offer the player additional features 


and to make a simpler system for the 
operator. 

Essentially the difference between 
System 80, 80-A, and 80-B is three new 
boards, the alpha-numeric board, the 
control board piggy board, and the 
power supply board. 

The new alpha-numeric displays, 
consisting of two 20 character tubes, 
allow the five highest scoring players 
to enter their initials into the game, 
and displays them during the attract 
mode. This feature has been a popular 
method of keeping player interest on 
videos. Two buttons, located just 


Install a 3K 1/4 W Resistor (R1) from 
Pin 7 to Pin 11 to cure the “Crazy 8’s.” 
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STEER YOUR 
[LOCATION TO 
HIGHER PROFIT 


==, 
The exciting NEW game for converting your old 
DONKEY- — and DONKE eee JR.© games. 


@ STREET HEAT puts players at the wheel 


of a powerful police cruiser, accelerating 
and braking through treacherous city 
traffic and winding country roads. The 
player blasts the bad guys’ sleek autos off 
the road and avoids deadly bombs, road- 
side objects and innocent citizens’ white 
Cars. 


Kit includes: 

1-Satellite board 

1-Marquee 

1-Control panel overlay 

1-Steering wheel 

1-Steering wheel mount 

1-Steering wheel decoder 
harness 

¢3-Buttons with switches 

« 3Ferrite Kit 

" 1-Installation and service 

manual 
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AMUSEMENT PRODUCTS 
507 STAGE ROAD, P.O. BOX 2219, 
ES AUBURN, ALABAMA 36830 


call your local distributor or call us at CARDINAL AMUSEMENT 


PRODUCTS 1-800-421-0667 in ALABAMA call 826-7056. 
other games from CARDINAL AMUSEMENT PRODUCTS include: BEASTIE FEASTIE (a PAC-MAN® ora 
MS. PAC-MAN® conversion kit.), DRAKTON (a DONKEY-KONG® or a DONKEY-KONG JR. ® conversion 
kit.), THE DEALER and BOARDWALK CASINO. 
CARDINAL AMUSEMENT PRODUCTS is a division of EPOS Corp. . 
DONKEY-KONG® and DONKEY-KONG JR.® are trademarks of NINTENDO PAC-MAN® and MS. PAC-MAN are trademarks of BALLY-MIDWAY. 
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Licensed by TAITO AMERCIA CORP. 
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Only $545” Cranston, Rhode Island 02920 
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under the outside ball plunger, are 
used to enter the letters. Should the 
game be powered down, the operator 
can choose to keep high scores in 
memory, or have them erased by 
setting a dip switch. 

The bookkeeping contains words 
describing each category, which oper- 
ators should find easier to use. Another 
advantage of alpha-numeric displays 
is the “Triple Play” can actually 
instruct the player on what to shoot for 
next. When the ball lands in an eject 
hole, play is delayed and a read out of 
what must be hit for a special or extra 
ball is displayed. Initially this is an 
excellent method for getting players 
involved. This feature can be disabled 
once the players understand the game 
and would find any delay feature 
boring. 

The control board piggy board 
uses a 2764 EPROM which replaces 
ROM’s U2, U3, and the old game 
prom position. The piggy board covers 
the area once taken up by U2 and U3 
and fits onto the control board where 
U3 used to be. 

You can modify a System 80-A or 
80 control board into an 80-B should 
you have an emergency or just have 
some spares in the shop. Remove Z19 
and Z21 chips. Then run four jumpers 
across each space where the chips were 
removed so the signals can get out to 
the connector. Follow this chart: 

Z19 Pin 7 is jumped to Z19 Pin 12 
Z19 Pin | is jumped to Z19 Pin 15 
Z19 Pin 2 is jumped to Z19 Pin 14 
Z19 Pin 6 is jumped to Z19 Pin 13 
Z21 Pin 7 is jumped to Z21 Pin 12 
Z21 Pin | is jumped to Z21 Pin 15 
Z21 Pin 2 is jumped to Z21 Pin 14 
Z21 Pin 6 is jumped to Z21 Pin 13 
Next remove U3 (you can remove 
U2 or leave it in) and solder the piggy 
board (yes you need the piggy board) 
into the old U3 position. And you are 
finished! 
The power supply board has been 
simplified and now only output +5 


volts. The old power supply had 60 
VDC, 42 VDC, 8 VDC...and was a 
pain for operators. This new supply 
has an adjustable pot for the 5 volts. 

These extra voltages can be elimi- 
nated because the alpha-numeric dis- 
plays run on very low current. The 
voltages are converted right on the 
board. The only drawback is that the 
digit size is reduced. 

Two Jacks to Open pin games were 
placed side by side, one regular and 
one with the new alpha-numeric 
system displays. The new system game 
consistently out earned the regular one 
by as much as $20 per week. 


How to fix “Crazy Eights” 
on Mylstar games 

Operators have been driven crazy 
when their games show a symptom of 
eights in the dislays and the game loses 
its memory. As the game’s components 
age and other components are 
changed, often using substitute manu- 
facturers parts, certain borderline 
components become incompatible 
and need additional drive capability. 
The addition of a pull-up resistor on 
the read/write line (R/W) output of 
the microprocessor (U1-34), which 
drives the memory chips, cures the 
problem nicely. The easiest place to 
add this 3K, 1/4W, 5% resistor, is from 
Pin 7 to Pin 11 on the 40 Pin connec- 
tor, A24P2, top center of the control 
board. See Figure 1. If you’re not 
experiencing the “crazy eights” 
symptom, it’s not necessary to make 
this modification. 


Jacks to Open modification 

On older Mylstar games, Jacks to 
Open in particular, the drop targets 
breaking has turned off many opera- 
tors from purchasing these games. 
Premier has changed the drop target 
mold greatly increasing its strength. A 
radius has been inserted on each 
corner where tears in the plastic can 
occur. This means that the corners are 


now rounded with a 1/16” curve. You 
can see the difference. It is suggested 
that you replace your old targets (as 
they break or all at once) with these 
new ones and make some money with 
Jacks. The main reason targets break 
on Jacks to Open is location, close to 
and directly facing the flippers. 

I have been pleased with the earn- 
ings of E/ Dorado and Ice Fever ($200- 
$300 a week is not uncommon). 
Though I stayed away from Mylstar 
games for awhile, I have confidence in 
the 80’s Premier games. I am looking 
forward to placing Chicago Clubs on 
my route and smiling as the game 
earns and earns and earns...just like 
the old Gottlieb games of the 60’s and 
70’s. 


Update on Video Trivia 
by Greyhound 

Since I reviewed Video Trivia last 
month, several new series of categories 
have been released, as [ reported 
would be the case. Starting with Series 
8 (256K chips) there are now three 
times as many questions in each cate- 
gory. 

Greyhound distributors are offer- 
ing a free satellite board update on 
their original trivia satellite game 
boards. I repeat, there is no charge to 
change the old 128K board to the new 
board. New category chips are being 
offered for about $30 each. 

Series 8 new categories include 
Science, Heneral, Sports, T.V./Enter- 
tainment, and Adult Sex or Potpourri 
(alternate). 

If you have further questions 
regarding installations, product avail- 
ability, or market conditions, you can 
reach me at Alpha-Omega Amuse- 
ments & Sales, 6 Sutton Place, Edison, 
NJ 08837. Telephone 201/287-4990. 
I'd like to thank Lenore Sayers, 
national sales manager, and John 
Buras, design engineer, of Premier 
Technology for helping out. 

As always...keep cranking! 


WE ARE IN 


THE ENTERTAINMENT BUSINESS 
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By Roger C. Sharpe 


A final farewell 
to Sam Gensburg 
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I have often said I was fortunate to 
have discovered the coin-op industry 
when I did. Although many of the 
founding fathers had already passed 
on, at the end of 1974 there were still 
an extraordinary number of legends 
around. The incredible stories of these 
men is one reason why I have remained 
in some capacity within the industry. I 
was fascinated, overwhelmed, and 
blessed by the fact that I was able to 
document so much before it was lost 
forever. 

I remember my first AMOA in 
1975 when Herb Jones of Bally 
introduced me to Sam Gensburg, 
patriarch of Chicago Dynamics, Inc. 
Our conversation was brief. Herb 
mentioned I was writing a book on the 
history of the industry and Sam 
replied that he didn’t give interviews. 
Not in the least bit put off by this 
immediate rebuff, I looked Sam in the 
eye and told him I would be talking 
with him. 

And so it was. Before the end of the 
year, I found myself on West Diversey 
in Chicago sitting across the desk from 
Sam Gensburg. At 85, he predated the 
industry to which he had contributed 
so much. Still active and extremely 
opinionated, Sam sat back and began 
to relive his life. As a personal tribute 
to the man and his accomplishments, I 
would like to offer Sam’s own words as 
a way to say good-bye. 

“Well, when I was sixteen years 
old, my father had a grocery store in 
Pittsburgh and I used to help him out. 
Anyway, I got so good at it that I said I 
wanted to open up a store of my own. 
But my father didn’t think I was old 
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Sam Gensburg 
enough. I remember one night he told 
me, ‘You’re only a kid and you think 
you're a man.’ 

“Well, I felt I had to prove some- 
thing and I had my first suit of long 
pants; so I went out and found this 
store for $25 a month. I signed the 
lease and was asked what I was going 
to put in the store. And I didn’t know. 
All I knew was that I wanted to opena 
store. And this one had shelving, coun- 
ters, and, nota refrigerator, but an ice 
box. There was also a pot belly stove 
and it was on a nice street. So I rented 
it and put in $1200 worth of merchan- 
dise out of my father’s basement and 
store. That was a lot in those days and 
I opened up the next Saturday for 
business. 

“The first day I must have taken in 
at least $700, while my father only 
took in about $350 in a week. I had 
made a circular in about an hour that 
my father and brothers couldn’t 
believe. Then I went out and saw that 


every home in the vicinity got one. 
Then, when I was seventeen, I opened 
another store. My brother Lou, who 
was two years older than me, took the 
old one, and I ran the new one. 

“That new store was up in Mount 
Washington, and it did so well for my 
family that they bought a house across 
the street from the store and lived there 
until I got married. Then, when I was 
eighteen, I opened up a nickelodeon 
which used to take in about $25 to $30 
a night. I used to pay about $50 to $55 
a week for the film. We’d give them a 
two-reel picture and a one-reel comedy 
for a nickel. 

“] had a partner, a young fellow 
who was a cousin of mine. I bought 
him out and with the money I gave him 
he went and bought a roller skating 
rink down the street from me and 
opened up a ten-cent theater which 
had 500 seats, while mine only had 
300. Anyway, he had one of Mary 
Pickford’s first pictures and ran me 
out of business. So I often wonder if I 
hadn’t been run out of the business, 
whether I would have been in the 
movie business or what. 

“When I was about 20, my father 
had me and my brothers around a 
table, and he was telling us that people 
were migrating to Texas and Cahifor- 
nia. The climate was good, it was new 
country and was the place to be. There 
we were drinking tea and eating pound 
cake and all of us kids were talking 
about one thing or another. So I said 
to my father, suppose I go out to Cali- 
fornia, and if I like it out there, maybe 
you could come out and we could find 
a store. 
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“At the time, we had the grocery 
stores in Pittsburgh and I thought I 
could possibly find a store that could 
do as well as ours and have that lovely 
climate. Anyway, I got as far as 
Chicago, where I looked up relatives 
of mine and met a girl I would marry 
seven years later. So I didn’t get to 
California on that first try. Instead, I 
fell in love with Chicago and used to 
write home and tell my family what a 
beautiful city it was. 

“My first job was in Sears Roe- 
buck’s as an order filler and I stayed in 
Chicago, although I finally did go to 
California to visit relatives. This was 
probably in 1916 or 1917, and I 
returned to Chicago, got married and 
moved to Iowa where I had a grocery 
store for eight years. Well, after eight 
years I promised my wife that I would 
get her back to Chicago. I returned 
because our advertising man, who ran 
the little town newspaper, said there 
were two brothers who were going to 
Milwaukee, because at the Blatz 
brewery there was a machine that 
would vend a Hershey bar fora nickel. 
And the machine was doing very well. 

“So I asked if I could go with him. I 
had a brand new Buick and said that I 
would call my brothers to see if they 
wanted to come along. Two of them 
did join us, but they didn’t stay 
because they didn’t care for the 
machine. The problem was that often 
people were using slugs. So I put upa 
sign above the machine that read: 
‘Anybody caught slugging this machine 
will be discharged.’ It worked and we 
wound up getting about 95 percent 
money whenever we collected. 

“As a result, leven gota letter from 
Mr. Gallagher, who was executive vice 
president of Hershey down in Her- 
shey, Pennsylvania. He didn’t know I 
was just a young lad of 28 or 29, and 
wanted me to come down and meet 
him to talk about the possibility of 
using different size Hershey bars in the 
machine. You see, I was doing so well 
that I was selling more Hershey bars 
than Western News on the trains were 
selling. So, I went and wound up 
getting a five percent advertising 
allowance for my trouble, which made 
it cost me 50 cents, instead of 55 cents 
for a box of 20 bars. 

“T remember riding back to 
Chicago with my brothers from 
Milwaukee after this and having them 
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say what a silly thing it was, and how it 
was a cheap mechanism, in terms of 
the machine. I told them it was only 
$25 and what did they expect for that 
price. Besides I was going to buy 100 of 
them and get out of the country, out of 
Manchester, Iowa. And I did. I put 
them out,...and they did fabulously 
well; and my brother Dave, who had 
said all those nasty things about it, 
became my partner when he saw how 
well it was doing. 

“At about the same time, a fellow 
by the name of Smitty, who got 
locations for these candy machines, 
was also trying to get locations for a 
little machine made by Howard Peo of 
Rochester, New York. He got $1 a 
piece to find locations and usually 
could get ten locations a day. Well, he 
wanted to show us the machine, but 
my brother Dave and I had split up, 
and Dave was starting to buy these 
machines. 

“T heard about this from my three 
brothers who were making Cracker 
Jack trinkets at the time. You know 
those little surprises you used to get? 
Little plastic watches or something. 
My brother Lou was very good at 
those things. He had only gone 
through the sixth grade, and didn’t 
take any engineering, but he was a fine 
mechanic and was good at anything 
having to do with manufacturing. 

“And he told Dave, ‘if you’re 
paying $17.50 for these machines from 
Peo, I'll make them for you and charge 
you only $12.50. You'll save $5.’ So 
Lou got busy and they were selling 
them like hotcakes. They must have 
been selling about 1200 a day and were 
making $5 on each. In those days, that 
was a lot of money.” 

(Let me interject that the game they 
were talking about was Whirlwind by 
Howard Peo and the time was about 
1929 or 1930.) 

“But my brothers got a letter from 
Peo threatening them with a lawsuit if 
they didn’t stop. So they got my 
cousin, who invented the pencil 
Sharpener and the coaster brake for 
bicycles, to come down from Detroit 
and design a mechanism that didn’t 
conflict with Peo’s patent. And from 
that they made this little upright pin 
game and in so doing started up 
Genco. At that time there were only 
three large companies producing pin 
games in Chicago—Bally, Gottlieb, 
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and Genco. 

“Anyway, I thought I could make 
better games than my brothers; so I 
went into business with my brother-in- 
law, Sam Wolberg, and formed 
Chicago Dynamics. We were making 
pin games but got away from them, to 
the point where we were just making 
arcade games. Not for arcades, but for 
stores. We made a rifle game every 
year and various other machines.” 

(In terms of pinball machines, Sam 
had an interesting approach and 
philosophy back in 1975.) 

“Right now we’re taking old pin- 
balls and revamping them in Italy. 
And, if we could, we would sell four 
times as many as we make. But we 
can’t do that because we make three 
games at a time. Now we're only 
making two, Demolition Derby and 
Hollywood, pin game. Then we'll 
make a four-player and a two-player, 
maybe even a one-player. But that is 
the most substantial, the most reliable 
of the game business—the flipper 
game. 

“You go into an arcade and you'll 
find the name Chicago Coin ona lot of 
games. This has been my life. In the 


morning I went to the factory. I came 
home, sat down, watched television 
and went to bed, got up in the morning 
and went to the factory. And not only 
five days a week. I’d come down on 
Saturdays too. And right now I come 
down every Saturday at nine o’clock, 
instead of eight, and I’m here until 
about one.” 

(My last question to Sam _ was 
whether he had enjoyed the business 
and the integral role he had played in 
its development and growth.) 

“Well, I’m going to be 85 years old 
on my next birthday; and so we might 
know if I didn’t enjoy it I couldn’t take 
it. I take it, because to me, it’s a chal- 
lenge. Right now there’s an artist in 
there on a game and I walked through 
and the designer said, ‘what do you 
think of it?’ And I said, ‘Well, I don’t 
like it because it’s green. And he 
started talking, ‘well, I told them you 
wouldn't like it because it was green 
but they said...’ and I kept on walking. 

“I don’t tell them what to do. It’s 
not an easy thing to make a good 
pinball machine because there are so 
many variations. In the course of 43 
years, there must have been 43,000 


different models made. 

“The whole thing is the beginning 
of something new. That’s the way it’s 
been for over 40 years. Always some- 
thing new to keep you excited. It’s the 
kind of business you can’t neglect. 
You’ve got to have someone to watch 
the store, just as though you were 
watching over the grocery counter.” 

Sam Gensburg was a remarkable 
man who persevered during the boom 
times as well as hard times when others 
might have given up hope and moved 
on to another venture. From his early 
teens and throughout his professional 
life, there was a presence that could 
never be denied. His legacy is one that 
remains firmly embedded in the his- 
tory of the industry. 

As others of his generation who 
have passed on, there are fundamental 
doctrines that these great men 
possessed which should never be for- 
gotten. For Sam, this business was his 
life. His passionate dedication is some- 
thing that will always endure in the 
hearts of those who knew him, worked 
with him, and were touched by him 
through the products his company 
manufactured. e 


MANUFACTURED BY SUPPLIERS OF THE 
BELL SYSTEM FOR THE PAST 39 YEARS 


DEPENDABILITY e RELIABILITY e LONGEVITY 


Separate interstate and intrastate rates 
Local Base Rate and incremental time 
Separate O- and 0+ rates 

(Now you can earn income on collect, credit card or operator calls.) 


e Allows calls with either O or 1 prefix numbers 


Denies 1-900 calls 
(All other phones allow and you are charged 50¢ each.) 
Line powered—NO A.C. required 

Indoor or outdoor application 

Electronic coin totalizer 

Suitable for New York City and Burroughs 
FCC registered 


DISTRIBUTORSHIPS AND DEALERSHIPS ARE NOW AVAILABLE 
THROUGHOUT THE U.S. — CALL FOR DETAILS 


U.S. TELECOMMUNICATIONS CORPORATION 


3118 62nd Avenue North e St. Petersburg, FL 33702 
813/527-1107 
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YOU RECEIVE THE MOST 
RELIABLE INDUSTRY 
INFORMATION—VITAL TO THE 

SUCCESS OF YOUR BUSINESS— 

BY SUBSCRIBING TO PLAY METER 


YOU REACH YOUR 
MOST PROFITABLE AND 
MOST RESPONSIVE MARKET 
BY ADVERTISING IN 
PLAY METER 


od & 


SUBSCRIBE - ADVERTISE 
04/488-7003 


sorcerer 


Sorcerer, Williams Electronics’ 
new pinball, combines special effects 
with the appeal of challenging play 
features to work a little earnings magic 
in all types of locations across the 


country. The game is an original from 


Williams. 

The playfield embodies the soul of 
the Sorcerer with his penetrating stare. 
His glare intensifies as he speaks and 
taunts in a powerful and knowing 
voice. 

With the first pull of the plunger, 
Sorcerer comes alive with its fantastic 
sound and light show. The ramp leads 
they way to multi-ball play and 
Williams’ exclusive lane change fea- 
ture helps rack up hefty points. A 
second-chance post between the 
flippers can save the ball if the player 
can resist flipping when the ball drains 
down the center of the playfield. 
Bonus holdover, extra ball, and 
specials heat up the action and award 
skill shots and accuracy. 
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Play ball! 


Premier Technology of Chicago, 
Illinois, announces the release of its 
newest pinball, Chicago Cubs “Triple 
Play.” As spring arrives and baseball 
with it, attention turns to this all- 
American sport. 

Officially licensed from the Chicago 
National League Ball Club, Inc., 
Chicago Cubs “Triple Play” will hit 
home in any location with its all- 
American baseball theme, competitive 
scoring features and its new alpha- 
numeric scoring display allowing 
players to enter their initials in the 
Chicago Cubs “Triple Play” Baseball 
Hall of Fame. 

Chicago Cubs “Triple Play” is an 
exciting nine innings of pinball play. 
Players attempt to put runners on base 
and then tag them out in complete 
innings. Unlike most baseball themed 
games, Chicao Cubs “Triple Play” 
puts the player in the position of being 
the defensive team. A sequenced drop 
target bank that lights t-r-i-p-l-e p-l-a-y, 
extra ball, and advances two innings 
while it resets the sequence, provides 
major skill shots. A spinner requiring 
nine consecutive spins for lighting 
special and three spins for one out 
adds to the challenges. 

Premier has also introduced a pin- 
ball first on Chicago Cubs “Triple 
Play,” the System 80B. In addition to 
improved reliability, System 80B adds 
a 40 character alphanumeric back- 
glass display that allows the player to 
enter this initials into the game’s Base- 
ball Hall of Fame. 

Colorful, realistic artwork of Chi- 
cago’s Wrigley Field and several 
action scenes not only completes the 
game package but is offered separately, 
as an art form, by Premier Technology 
and the Chicago Cubs. 
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Ten Yard Fight 85 


Memetron Inc. of Elk Grove Village has reached 
agreement with Taito of America to market its highly 
successful Ten Yard Fight ’85 in kit form. “We are very 
pleased to have the opportunity to market Jen Yard 
Fight ‘85 as the first of our kit line,” commented 
Memetron director of marketing and sales Joe 
Kaminkow. “Ten yard Fight 85 continues to top the 
charts and operator demand is increasing,” Kaminkow 
further stated. 

Ten Yard Fight 85 will be offered direct to 
operators for $649. 

For more information call Memetron at 312/59S5- 
2828. 


SMS Manufacturing Corporation of Lakewood, 
New Jersey, introduces Trivia Hang- Up. 

Trivia Hang- Up isa one- or two-player trivia game. 
Questions are stored on 256K program chips for 
extremely large storage capacity. Many thousands of new 
questions assure high player appeal. The graphics are 
large and easy to read. 

Players compete against each other and the clock. 
Winning point values are linked to the clock so the faster 
the player answers, the more he scores. Players get the 
chance to steal opponents points by answering opponents 
questions correctly after they hang it up. If a player lets 
the clock run out without answering the question, then 
the opponent automatically receives 1/2 of player’s bet. 

Trivia Hang-Up includes four exciting cate- 
gories—Sports, Movie & TV, Science, and Anything 
Goes. 

New questions and categories will be available ona 
regular basis. 

The game is available immediately in cabaret 
model or countertop model. 

The cabaret model features a sleek, attractive 
cabinet to appeal to upscale locations. 

The countertop model is perfect for locations that 
don’t want to take up valuable floor space. 

A conversion kit will be available in the near future. 

For more information, contact SMS at 1000 
Airport Road, Lakewood, NJ 08701. Telephone 
201 / 370-3030 in New Jersey and 1-800/ 221-0138 outside 
of New Jersey. 
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All aboard! 


Kiddie Rides USA introduces the new Sante Fe 
Train-on- Tracks. “It is the only item we sell that is not 
coin-operated,” explains Mel LaForce. “Although you 
need space in which to operate, and labor to sell tickets, it 
is perhaps the single most profitable item for the operator 
or location.” 

One big market for the train is enclosed malls, 
where operators who make arrangements to run the train 
just three times a year—Easter, Back-to- School, and 
Thanksgiving through New Years—can see their initial 
investment returned in just one of these periods. LaForce 
stated that, “Some operators have reported gross incomes 
of $600 to $800 per day on weekends.” 

The train is available in a variety of track layouts 
and can be purchased with as many cars or track sections 
as required. 

The Sante Fe Train-on- Tracks has a control unit 
with seven speeds, controllable sound effects, a 110 volt- 
single phase, 24 volt track voltage for safety, and two 4- 
amp motors in the locomotive. Each wagon can hold up 
to eight children. 

For more information on Kiddie Rides USA 
product, call toll-free 800/553-8000, or write for their 
new Circus of Fun catalog at 604 Main Street, 
Davenport, IA 52803. 


oe 


Videomovie rental comes of age 
with the new Videocassette movie 
rental vending machine by Video 
Vendor, Inc. of Chicago, Illinois. It 
displays up to 320 different movie 
cassettes in any variety of titles in 
either Beta or VHS. 

The machine is designed to take 
cash and the prices of the movies can 
be varied in quarter increments. The 
vending machine’s built-in electronics 
system keeps accurate records of all 
transactions including extra day fees, 
total rentals in money and number of 
units, and all outstanding balances 
plus other functions for bookkeeping 
and tax purposes. No phone lines, 
central computers, or credit card vali- 
dators are required, though they can 
be included if specifically desired. 

To rent a movie, the customer uses 


hin iit 
iti Ui 
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the Video Vendor’s key pad to enter 
his account number and the number of 
the movie to be rented. He then 
deposits the amount of money shown 
on the Vendor’s monitor and in less 
then 25 seconds the movie is vended. 

To return a movie, the customer 
enters his account number and places 
the movie into a slot in the machine. 
Everything else is automatic. Movies 
are automatically returned to their 
original renting position so that they 
may be immediately re-rented. There 
are receipts for all transactions. If a 
movie is returned within fifteen 
minutes the account is credited in full. 

For further information, contact 
Barry Shore, President, Video Vendor, 
Inc., 4235 Main Street, Skokie, IL 
60076. Telephone 313/982-0440 or 
Gary Stern at 312/266-7971. 


5 §, MOVIE RENTAL $2 
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Mightier than Transformers! 
More awesome than Go Bots! Here 
comes Magmax. The new transform- 
ing/ transporting robot shooting game 
from Nichibutsu USA. 

This new conversion kit features 
many unique play features. Players 
control Maxcraft, piloted by a chosen 
defender of the remaining people, who 
stands as their last hope to free civili- 
zation from the grip of an evil empire. 
This lone, brave soldier must search 
for robot head and leg units in order to 
complete the powerful Magmax. 

Equipped with the ped plasma 
weapon, Magmax is unstoppable! 
Magmax travels along an everchang- 
ing terrain above and below ground, 
searching and destroying enemies. The 
Dragonia fleet is out in force and will 
stop at nothing to defeat Magmax. 
The final battle begins... 

Magmax is the industry’s first 16 
BIT CPU conversion kit. A new 
printed circuit board using the 68000 
microprocessor is utilized. 

Everything needed to convert any 
horizontal video game is included. 

For more information about this 
product, contact your local Nichibutsu 
distributor or call 213/408-0515 for 
referral. 
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Aids to the Trade 


All in one 
machine 


Operators can sort, count, wrap, 
or bag all coin denominations all in 
one machine with the new Klopp 
Everything Machine, according to 
Klopp. 

The Klopp Model ET sorts 
while it counts and wraps and will 
cut coin processing time by 70 per- 
cent. 

Operators pour unsorted coins 
into the large mixed coin reservior, 
set the controls and turn it on. The 
Everything Machine will count and 
wrap the coin with the largest dia- 
meter while at the same time sort 
away all other coins into a large sort- 
bag at the side. When the machine is 
finished wrapping the largest coin, 
the operator pours the coins from 
the sort-bag back into the reservoir, 
sets the controls for the largest dia- 
meter coin remaining in the mix and 
repeats the counting and wrapping 
process. In just a few minutes all 
denominations in the mix will have 
been sorted, counted, and wrapped. 
The Everything Machine can sort, 
count, and wrap $1,000 in 20 
minutes or less and the mixed coin 
reservoir will hold over $1,200. 

Made of rugged cast aluminum 


and hardened steel structure (no 
plastic), the Everything Machine 
carries a one-year factory warranty 
and is totally manufactured in the 
United States by Klopp Interna- 
tional. 

For more information, contact 
Klopp International, P.O. Box 708, 
Pinellas Park, FL 34290-0708. 


Jensen tool kit 


Jensen Tools, Inc. of Phoenix, 
Arizona, introduces its JTK-79 
electro-mechanical tool kit. 

This versatile zipper case kit 
includes an assortment of multi- 
purpose tools to perform a variety of 
electronic and mechanical repairs. 

In spite of its compact size, the 
JTK-79 contains a complete 14- 
piece 1/4-inch drive socket set, two 
pair of pliers, a 10-piece hex key set, 
an adjustable wrench, 10-foot tape 
measure, Phillips and slotted 
screwdrivers, circuit tester, and a 
wire stripper/cutter. 

The 7” x 9” x 2” padded zipper 
case holds the tools securely and ts 
designed to fit easily into a desk or 
workbench drawer so it is conve- 
niently at hand when needed. 

For more information on the 


JTK-79, or a free catalog of hard-to- 


find tools, write or call Jensen Tools, 
Inc., 7815 S. 46th Street, Phoenix, 
AZ 85040. Telephone 602/968- 
6231. 


Superlock 


American Lock Company of 
Crete, Illinois, introduces its new 
shackleless hasp lock, Superlock, 
model 2000. 

The patented Superlock is vir- 
tually invulnerable to bolt cutters, 
hacksaws, hammers, or prybars. 

Constructed of a solid one-piece 
reinforced case and a high-security 
six-pin tumbler cyclinder (with 
mushroom pins), the Superlock is 
an obstacle to break-in attempts. 

Its clam shell-like body protects 
the locking bar with a 13/32” steel 
rod that is activated when the 
cylinder mechanism is opened and 
retracted. To relock, the Superlock is 
fitted over the hasp and the cylinder 
mechanism is pushed in and locked. 

The Superlock works well on 
vending machines and other hasp- 
type applications such as securing 
doors, chests, and gates. In addition, 
other applications have been devel- 
oped to secure motorcycle and air- 
plane wheels, glass store front 
doors, truck doors, and gun cabinets. 

American Lock’s Model 825 and 
Model 535 hasp units work best 
with our Superlock. Both hasps are 
adequate in size and strength to 
complement and match the security 
and dimensional requirements of 
the Superlock. 

For further information, contact 
Allen Vancura, American Lock 
Company, 3400 West Exchange 
Road, Crete, IL 60417. Telephone 
312/534-2000. 


CHECK OUT THE CLASSIFIED ADS. 
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GLASSIFIED 
ADVERTISING 


Will buy Bally High Flyer, 
Nashville Dixieland. 
CALL: 717/248-9611 


Frank Guerrini Vending 
1211 West 4th Street 
Lewistown, PA 17044 


Street Heat & Gas Petal 
Conversion Kits 
325.9? 
Doug’s Video 
415/769-7979 


THE NEW 
“EVERYTHING 
MACHINE* 


UAVLDUUUQQQQNUEOUTUUUUUUEEO UU UHAUUEOOU AAU AAAU 
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These durable Warning labels work! 
WARNING Why spend hundred when you can get the 
Thi ee same effect for less money. Would you break 
is machine is ‘ : ‘ . 
ae equipped with into a machine with this label on it? 


Tele-alarm® 1-9 - $1.50 each © 10-49 - $1.25 each 
Model ET transmitting electronic 50-99 - 95¢ each © 100 & up - 85¢ each 
alarm 


Persons caught tampering with N 5 W > Vi D E O 
It SORTS 2 iis eee a 4009 N. Vassault St. © Tacoma, WA 98407 © 206/752-6585 
It COUNTS 
It WRAPS 


It BAGS WANTED PHOTO MACHINES 


Lucky Crane, Boom Balls, Philadelphia 
All Denominations Skee-Balls, Triple Crane, Whac-A-Mole, WE BUY AND SELL 


All In One Machine Muppet Video, Hydraulic Kiddie Rides, CHEMICALS, FILM, PARTS 
Call or Write For Full Details Midway Shuffle Alley B/W BEST PRICES GUARANTEED! 


KLOPP WANTED Namco Shoot Away ED HANNA 
M & P AMUSEMENT CO. P.0. Box 29077 © Davie, Florida 33329 
INTERNATIONAL. INC. 717/848-1846 ser He 


P.O. Box 708 
Pinellas Park, Florida 34290-0708 
(813) 522-9425 
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DISTRIBUTOR OPPORTUNITY 


Memory Challenger 


TEST YOUR MEMORY 


Would you like to know 
the lowest prices on the 
newest conversion kit? 


Get 
BEST PRICE GUIDE 
every two weeks. 


e 25¢ Vend ® Oak & Metal Construction | 
¢ Computer Controlled = Quick Return on Investment 
e Wide variety of Locations 


For 6 issues send $11.°° to 


BPG 


333 N. Queen St., 
Kinston, NC 28501 
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HI-COUNTRY MANUFACTURING, INC. 
187 County Road 250 Durango,CO 81301 Callcollect (303) 259-3889 
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SPECIAL THIS MONTH 
BANK PANIC 


PLUS CHOICE OF: 
CHAMPIONSHIP BASEBALL II 
TRACK & FIELD 
DO! RUN RUN 
MIKIE 
BOOMERANG 


$645.00 


FACO WEST 


10719 Burbank Blvd. 
No. Hollywood, CA 91601 
TELEX: 650 251 5199 MCI 


818/508-7902 
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MUNVES “BAT-A-BALL” 


LOCATION 
TESTED 


A 
new version 
of an 
old favorite 


SIZE: 
673 high 
with top sign 
6512 long x 
231% wide 


Special price 
on orders 
received by 
May 1st. 
$1,495.00 


Call 
914/636-5000 
or 
Write for details. 


MIKE MUNVES CORP. 
30 Horton Ave. ¢ New Rochelle, NY 10801 


It’s the solution 
operators have been 
waiting for! 


A simple software kit for all Pac-Man, 
Ms. Pac-Man, and others. It’s a two player 
game with a light space theme. Multi-level 


screens filled with fast action and excite- 
ment. 


No soldering 

No desoldering 
No jumps 

No etch cuts 

to board (P.C.B.) 


Call for details 
or contact your 
local distributor 


INTERNATIONAL INDUSTRIES, INCORPORATED 


3000 Mingo Trail ¢ Longwood, Florida U.S.A. 32750 e 305/ 834-7734 
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PAYPHONES—$55 
As extensions or add kit to require 
coins $98. Or ready to profit from 
$295. Genuinely F.C.C. registered! 
Our electronics has been used in 5 
other manufacturers. Free 911, 
timed calls. Also, expecting entirely 
self-programmable long distance 
unit. 608/582-4124 anytime 


100,000 TOKENS, Size .900 
Also Rowe B.C. 25 M.C. 


bill changer 
Any Reasonable Offer 
sea 674- i 


TOTAL SATISFACTION WITH OUR 
VARIOUS VIDEO GAME P.C.B.’s 


All with the best prices, top quality, huge quan- 
tity, high reliability and fast delivery. That adds 
up to Total Satisfaction. Contact us right away: 


HYUNDAI INDUSTRY 


197, 3KA, Eulchi-Ro, Chung-Ku, Seoul, Korea 
Phone: 265-2764, Tlx.: K29617 PHILCO Fax: 274-2846 


INFINITY 1 


The Game Of A Thousand Faces 
NEW GAMES COMPLETE $495 (F.O.B. Chicago) 
KITS—While they last! Call for 1985 kits 
All laser games available from $495. Call for current price!!! 


Bank Panic (new ’85 games)............. 
Road FMmer.. vise. 6. deste 
Roller DONO S64 see ae ke 


Ce 


WA Se es Sys Pee nk eke $595 
Wall Crasher (new ’85 game)............ 
Be ie a eos haa oe) 


ee © tee 0 ee 6 0% 6 666 oe 8 8 
oeecerees eee eee ee we ee we we we ee ee we we eo wo 


Tag Team Wrestling 322 Gav cscs te ss 
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Ring Figniehicg oa oc eee RE oo os Ho a ee oe ee 295 
Vie At KOne TU). oso ee CO VG es eo os oa knw SNS eee A 250 
Banib 1a o. cetr eee ee eae Can fay Bie baal) cs 8 So keen ose. 75 
Wa IAN foc ee a ee CON Vax ew 65 game) 2... os. cde call 


*IC Chips available 2764, 128 


PROM 8200 PROGRAMMER 
Bi-polar E PROMS, up to 512K 


e Write your own program & replace your own 
IC’s. 

e Intelligent programming algorithm, 20 seconds 
needed only to finish 2764 copy. 

e Check, Verify, Read, Write, and Modify the 
PROM/EPROM in the programming mode. 

@ Examine, Alter, Move, Fill, Upload, & Down- 
load the memory contents in the data mode. 

-@ 32Kx8 dynamic RAM buffer with powerful 
memory handling capability from keyboard. 

e Allows data transfer/combine/separate from 
one PROM/EPROM type and size to another 
PROM/EPROM type and size. 

@ One RS232 port, for linking to the computer 
to upload/download data. 

. @ Simple to operate, over current indication, 

automatic check-write-verify sequence. 

Fully portable for field or in-plant use. 

One full year guarantee. 


312/280-7610 
HOFFMAN INTERNATIONAL 


600 N. McClurg Ct., Suite 309 @¢ Chicago, IL 60611 
Telex: 280208 Hoffmn. Int. Cgo. 
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MINIMUM INVESTMENT 

MAXIMUM PROFIT! 


prrere NTMI 


ENTERPRISES * INC. 
Lomma Building. Dept. 105, Scranton, PA 18505 


717/346-5559 


DISTRIBUTORS WANTED 


@ Buy direct from factory at whole- 
sale prices 

@ Protected territories available 
for stocking distributors. 

® Factory lead service from ad- 
vertisements. 

® Equipment covered by $2,500,000 
insurance program. 

@ Stop D.W.I. with our electronic 
Breath Alcohol Scanner. 


Call or write today! 


Horizon Distributors, Inc. 
P.O. Box 7095, Freeport, NY 11520 


516/379-4719 


WANTED 
Packard Wall Boxes and Packard 
Music Boxes. KING DISTRIBUTORS, 
378 Granite Street, Quincy, MA 02169. 
1-617/471-0050 


CLASSIFIEDS 


RESULTS! 
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North California’s 


Vide Connection 
Fast and Friendly Service 
Conversion Kits & PC Boards 


Yie Ar Kung Fu 

Super Basketball 

Bank Panic 

Two Tigers (fast kit for Tron) 

Galaga (complete kit) 

Up ’n Down (for Frogger, Zaxxon) 
Cloak & Dagger (fast kit) 

Triv Quiz Il & Il 

Jr. Pac-Man 

Do! Run Run 

Mario Bros 

Donkey Kong III 

Joust/Robotron (fast kit) 

Bump & Jump 

Time Pilot ’84 

Espial (like Xevious) make offer 
Food Fight aes kit) make offer 


Greyhound 4 in 
(fat kit for ae 


Plug in Poker Kit 
or 


Galaxian or Pac-Man) 
We buy late model conversion kits. 
BUY @ SELL @ TRADE 


VIDEO CONNECTION 


930 Jeffrey Lane, Dixon, CA 95620 


916/678-5189 


WANTED: Jukebox Mechanic 
experience in repairing boxes 
40’s and 50’s 
JIM JUKE BOX WAREHOUSE 
910 S. Hohoken, Suite 120 
Tempre, AR 85281 
602/894-2656 (Business) 
602/947-8180 (Work) 


ADVERTISE IN 
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LOUISE’S HARNESS SHOP 
Rt. 3, Box 
Prattville, AL 36067 


Video Game Harness and 
Donkey Kong Monitor 
Conversion Kit 


Prices start at $15. 
Write or Call 


205/365-1841 


RK Oi Dida 
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Route Locations 
Wanted in NY City 


Want to buy 
operator locations 
with or without 
contracts 


= 


24-hour answering service 


718/520-6903 


ST eee eeeeeeececeretes 6.0426 & 4 
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DECALS for Amusement Machines. 
Free catalog. Cordell, 5106P-25th Ave. 


Kenosha, WI 53140 


WANTED 
USED PC BOARDS 


CALL FOR QUOTES 


Eldorado Products Ltd. 
14816 Main Street 
Gardena, CA 90248 


213/516-9525 


TOMM’S 
All video P.C. boards repaired at a flat 
rate—$30 plus parts. 


All work guaranteed. 312/342-4420 
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PROFITS AT YOUR FINGERTIPS 7 
WITH “SPEED ZONE” 
TEST YOUR REFLEX 


e Requires only one square foot 
e Place on countertop or pedestal 
e 5 plays for 25¢ 


“SPEED ZONE" is a true money maker 
IMPERIAL INVESTMENT CO. e 1974A Douglass Blvd. ¢ KY 40205 


(502) 897-7771 
AO AAA 


BERR 


LOCATION READY 
SEVERAL OF EACH 


AVAILABLE 
BALLY 

Blac ek ec cv vcn 3 $295 
Power Play <2. os es 295 
Strikes ’n Spares..... 295 
Evil Knievel ......... 395 
boa Sd ae 395 
Was bo] se ars 395 
Six Million $ Man... 395 

GOTTLIEB 
Charlies Angels ..... $295 
Clee pate. iy oe cas 295 
Close Encouners 295 
Bie eee eo 295 
foker PoKer...:,.+.. 295 
Pina PeOkin6s «oc. 295 
SS oe ee es 295 
SOla! RICE onic dss cs 295 
iio 21); een che nr 295 

STERN 

Memory Lane....... $295 
Be ca in Adis a 295 
OE elites oe ea es 395 
A ee teeta 395 
Pig tie 395 
LECIFONOMO ©. iw ss. 395 
DAG ee enn oer ee 395 
IMIGLEO . (bs% 6 e556 Hark 395 
GER teas fea oles 395 
WV VPC sri a 3 tuk 395 

WILLIAMS 
Pu Bae carded Se ys 295 
PICK SCVEN sage esas 299 
Hol, cll Gi: ka aaa 295 
JISC FEVEF i. on. sve. 395 
ECG. 8): en cree ieee 395 
IN AED 2 5-3 5.0 Pa 395 
SE gio) 2) ae meee 395 


Top Music & Amusement 
3656 Government Blvd. 
Mobile, AL 36609 


205/661-2020 


MONTGOMERY VENDING, INC. 
(401) 946-2070 / 946-2077 


New Release 
New Release 


FIRST VIDEO 


rd!) 
ad Le 


Bi ip " 
DART GAME 


CONVERTS CENTIPEDE alge 


C 
RTS DONKEY KONG 
ONKEY KONG JR. 


CONVERTS PACMAN 


Space Game 
By Greyhound Money Maker Horse Race 


GOLDEN 


UNIVERSAL 


HORIZONTAL VERTICAL HORIZONTAL 


We offer competitive prices, service and dependable delivery. 
Visa & Mastercard Welcome 


ALPHA-OMEGA SALES 


KITS-KITS-KITS (Location Ready Specials continued) (Pinballs continued) 
8-Ball Action (for Donkey Kong SIMISTED Sitch oot een ean ees 325 Vir. Gers, PacMan 2354 <es0<c 695 
or Jr.. and Pac-Man)....... reduced Star Walss.43s0ii0c ioe 695 PTT PE nce 6c oo eeccres 895 
i PR a ae ea rare call Te YarasFignt (org.) .d.csnestes So SOC EA ii o.oo bam eae ares 795 
Bulls Eye Darts (for Centipede) ..$ 495 = Track & Field .................. 995 OS Cnc eos na 995 


& ci 5) 3 Oo. | ge apa ee eae a 895. -ZOOKGEDEr sy .35 i sss sete use 525 Kiiee Ol SICE! . geci cease seve 1295 
Greyhound Special for conversion .......... 225 Sha COON ati ia kes re fan cee 695 
(5 in 1 casino games) ......... 675 SHORD SOO osu yceee ke aes 895 
ISG eed ov bi nor euas x04 call DIC OIUN cx pea sub esi erste aes 895 

Samauri {by Tait0) i402... 600005. call NEW GAMES — 
SORMANITIVIA’. fc id esesaseeeeans 695 Bupey Challenger. (4.556 2<escas $2995 
Two Tigers (for Tron) ........... 595. “Gridiron FIOM cic acne te beneedss call 
Vie 00) 645 ‘Hat Tei ss dcavees seearaser 2595 
VS. UNI System plus excited kit [XK deeds kenge eon eee es 2595 
for Golf or Ice Climber ........ call ‘Kung-Fu Wlaster oo exedsie es ents call 
Fi Fe FU hin ho 6 08s shavewe call Video Trivia (Greyhound) ....... 1595 
L Aix Ve Gaag sla scene eee es 1695 


LOCATION READY SPECIALS 

Champion Baseball (org.) ....... $ 625 PINBALLS 

Crystal Castles (org.)............ 795 ‘Cavell «od. conta weeeaseeie cs $ 595 
ao oo Gk so SR ES Rh amorwens 995 COMMGBOWR cos oven cdes cee 395 
Elevator Action ................ 795 POTTS cw sus o% Keema ac eee eee 995 
Marble Madness ............... 1895 Grand’ Slaii.2<596 4eece5e ob ee 795 
Ms. Pac-Man ..........00e0e00- 695 S|, | en perm rari TN fre 395 
Pac-Man Or PIUS 646 ec6s0% 00 eo 325 Ineks 10 OGM .vcdad ss nets 995 
eG base 6568s $ocene yeasts 395 )0« A183 onde s oe ceel aes ee 350 
Sanky Balloon Machine......... 199%. Laser DUG s.cc200404i6Fareyennes 995 


Frank “The Crank” 


The Operator’s First Choice Ask for Complete List 


Call Joe or Frank “‘The Crank” 
201/287-4990 


6 Sutton Place @ Edison, NJ 08817 


64 PLAY METER, May 15, 1985 


pi 4d hz LY dere 


SEN Bone 
pee 


SUCCESSFUL 
BUSINESS 
OPERATOR 


Ens 
_ 
Ce = 
x = pil Ss yl 
~ ee = 
—ee = a - 
———— == 


You can relax 
Siti, when you 

SE TORY, 

ADVERTISE 

IN 

PLAY METER 
We reach all your potential buyers. 
CALL TODAY 
504/488-7003 


f 


SW: 


FACO WEST 


10719 Burbank Blvd. @ No. Hollywood, CA 91601 
TELEX: 650 251 5199 MCI 


818/508-7902 


SPECIAL THIS MONTH 
BANK PANIC 


PLUS CHOICE OF: 
CHAMPIONSHIP BASEBALL II 
TRACK & FIELD @ DO! RUN RUN 
MIKIE © BOOMERANG 


$645,090 


Yie Ar Kung Fu 
NOW IN STOCK 
FOR SAME DAY DELIVERY. 
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ROMAR LTD. 


TORONTO, CANADA 


Direct from Japan 
New and Used 
P.C. Boards 


For further information 
CALL TOLL-FREE 
1-800/387-3749 


COO OOOO) 


TRIVIA GAMES 
MANY TO CHOOSE FROM 
WE STOCK 4 MAJOR MANUFACTURERS 
GAMES INCLUDING THE NEW KIT 


Sexual Trivia 


Video Hustler 
COMPARABLE TO 8-BALL ACTION 
PLUG INTO ANY KONAMI GAME. 

WE GUARANTEE THIS GAME WILL DO 
AT LEAST $75 A WEEK OR 
YOUR MONEY BACK. 


$295.00 


SPECIAL CLOSEOUTS 


IVER enone it tralia oe aaa y Seon $295.00 
BOOMER FUNG 66a oie oiey des $295.00 
TRAC Bee FP ICUs Go ile aa et cc $295 ,00 
IC RIN Noe ha wn bo P54 es $295 00 


Seeoeeeeeeoeeoooooooooooooecoo SHES EERE SEER Pe Pee BeBe aBants 


(continued from page 41) 


Games should become obsolete only by design 
and conceptual improvements. 


PLAY METER: You say the manufacturers’ lack of 
confidence is evident in the games they design and intro- 
duce to the marketplace. What change in thinking would 
you recommend for manufacturers with regard to, say, 
pinball? 

KIRK: That’s easy. There’s a major overriding theme 
about the manufacturers’ philosophy about pinball. That 
is, they believe a pinball should become obsolete by 
mechanical self-destruction. 


PLAY METER: And what does that mean? 


KIRK: The manufacturers don’t seem to realize that a 
game should become obsolete only by design and con- 
ceptual improvements. In other words, they’re telling 
themselves that every game looks about the same as every 
other game, that all we’re really doing is just rearranging 
the parts. And that’s not true. 


And since they believe that’s all they’re really doing, 
rearranging the parts on the playfield, they feel that if 
they don’t make the game self-destructible there’s no 
reason for an operator to buy anymore new games. For 
instance, if you remember, manufacturers used to hold 
parts for five years. Now three years is the limit they hold 
stuff on parts and supplies because they want that game 
to self-destruct. 


But what that does is it self-destructs their own 
industry. They didn’t realize what they had. If you look 
back into the early 1970’s, they started nickel and diming 
the pinballs. And, by the 1980’s, the pingames became 
ultra-cheap. There was a point in the late 1960’s and early 
1970’s when the games had high-quality stainless steel 
moldings. But then it got cheap. The chrome went off, 
and all these little frills and extras that made the game 
quality work went off. Just take a look at the board wear. 
For about a dollar a board, you could make that board 
virtually indestructible, but how many operators have 
boards that look shot? They’re all disintegrating, and 
I’m saying that’s not unintentional. Of course, that’s just 
my opinion, and I realize I’m not going to win any friends 
by saying that, but it’s true. The manufacturers want the 
games to self-destruct. And they do that mechanically. 
The game takes a beating to the point where it literally 
just falls apart. I don’t think that’s a valid way to do 
business. The valid way to do business is to make the 
game work, and work consistently for a long period of 
time. The game’s obsolescence, which allows manufac- 
turers to sell more games, comes from conceptual 
improvements in future games. 

You see, they really don’t understand the game atall. 


They really believe that if you don’t make the game 
mechanically self-destruct, they’re not going to be able to 
sell anymore pinballs. Obviously, that’s not true because 
some of the best pinballs did nothing but help the 
business. Good pinballs help the business because they 
build an audience. If they last a little longer, that doesn’t 
work against the manufacturer but for him because it 
gives the operator a better return on his investment and 
makes the operator want to buy more games from you 
because he knows your games are worth the investment. 

The premise that obsolescence comes only from 
making the games self-destruct is just not valid when you 
look at other creative industries. The record industry, for 
example. You'll go out and buy a new record because you 
get tired of the record you got. It doesn’t mean you don’t 
like it anymore. It simply means you got tired of the 
repetition of playing it over and over again. You want 
something new. You could say that all music is just notes 


rearranged and played by different instruments. In that 


way, it’s just like a game. It may have the same compo- 
nents, and they may just be rearranged, but people will 
want to move on to something new. 

From the manufacturing point of view, if you have 
those conceptual improvements in your games—and 
they’re not just clones of previous games—then you can 
obsolete your older games with the conceptual develop- 
ment. But the factories don’t do that. And do you know 
why? 


PLAY METER: Okay, I'll bite. Why? 

KIRK: Because they really don’t know what to do. They 
see a pinball not as a game but as a toy. A toy has to break 
apart before it’s no good. Toys won’t change from 
generation to generation. That’s why there’s such a lack 
of confidence in the future of the games business at the 
manufacturing end and why there’s no real conceptual 
improvements in the games that are coming out. I don’t 
think the administrators at the manufacturing end truly 
understand the game—especially the pinball. They’ve 
lost touch with it. They perceive it as merely a toy. And so 
they see themselves as being in the toy business, the 
throwaway toy business. They don’t realize that you 
don’t just rearrange parts on the playfield. A game has an 
integrity of its own. It’s not just a toy that you have build 
in mechanical obsolescence. e 


Next time: In the final installment, Kirk talks about the 
need for name recognition among game designers and 
how operators can sabotage or help promote play on the 
games by smart operating. 


The manufacturers don't realize pinball is a game. 
They perceive it as merely a toy. 


& 


PLAY METER, May 15, 1985 


: a oh eee ee dogs act ra . 

Sa ce Sia tees Se 

‘aah is ; sete ¢ 

RR AN 4 es Rape a) 

anh 4 
F a 
ads es 3 > Pi ctaem S 
¥ FF 

= Die Pp 

ae. set 
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In head to head ‘ SS Mere 
competition, Pub Time is the player- “ : 

preferred dart game, thanks to superior lighting and NOMAL LT D z 
flawless technical performance. Operators know they 901 Armstrong Street 


can bet on our “Operators Tournament Support Pro- Algonquin, IL 60203 
gram’’ and the way we stand behind our champ. Don’t In Illinois Call Collect 1-312/658-6166 


buy a game that can’t go the full 15 rounds. Outside Illinois Call 1-800/323-0449 
Put a winner in your corner! 


Full line of accessories also available. 


TAKES A GIANT 
STEP FORWARD 


Don't be fooled by imita- 
tions. Only STATUS has the 13” high resolution New long lasting 
original TRIV-QUIZ™ I, II, color monitor metal cabinet 
and III. Now better then 
ever for more fun, more | Power out, 
profits. . |) on and off 
3 ee a switch in back 
Easy service Handles for 
from front 4 | easy moving 
Easy ied Se Sgt ~ | 
conversion —— nn SE Sse Excessively large 
ability —_ ae “<= “4 : os ae locked cash box — 
Easy to service Directional — 
slide out electronics turn table 


* Longer lasting in 
location 2 


* Also available in tradi- 
tional upright cabinet 


* The most advanced 
computer game system 


Conversion Kits available 
for any style video game 
including cocktail tables. 


* Thousands of * Advertising feature 
questions in numerous 


categories 


% Conversion Kit up- 
dates available 


* One or two players 


* Reveal or conceal Bape eS 
correct answer to players © COPYRIGHT 1984 


56 Budney Road, Newington, CN 06111, 203/666-1960, 1-800/228-0925 


ECC A ee 


2901 South Higland, Las Vegas, NV 89109, 702/731-4940 


